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AT CORRESPONDENT MEETINGS: Many experts looked at the year ahead (See page 13) 


This Month: 


CITY-WIDE TOP BANK TRAINING by Lloyd E. Graybiel 








A PRACTICAL AUDIT PLAN FOR SMALLER BANKS by W. M. Willy 


LOOKING AT A MODEL SAVINGS BOND PROGRAM by John T. Rohr 
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Get the public-relations bonus in 


“THE BEST KNOWN NAME IN PAPER” 


Think how many times every week, every month, 
or every year your customer opens his checkbook. 
Each time, he’s reminded of your bank. And each 
time, you want his impression to be the finest pos- 
sible. Checks on Hammermill Safety paper assure 
you of this extra prestige because they bear the 
respected Hammermill name on every check. 
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They “see” your bank every time they sign... 
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When you supply checks on Hammermill Safety, 
you're providing protection against tampering, too. 
The specially sensitized surface of this fine paper 
instantly shows up the slightest erasure or other 
alteration. And it is carefully made to take pen 
writing smoothly and easily. 

Be sure your checks are giving you this double 
advantage—prestige plus protection. Supply them 
on Hammermill Safety. Your printer or bank lithog- 


rapher will be glad to show you samples, 
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Recruitment 

Sirs: Enclosed is a pamphlet that we 
intend to use in college recruiting. 

Our recruitment is confined to Mich- 
igan State, Albion, Hillsdale and the 
University of Michigan and we thought 











‘YOU 
HAVE 
TO 
GO 
A LONG WAY — 
TO 
BEAT 


‘A JOB IN A BANK 











you would be interested in our program. 
The pamphlet is based on statistical in- 
formation, which shows banking rating 
much higher than people realize. 

We shall be glad to let any other bank 
have the right to use the pamphlet, with- 
out any charge, if it is of interest to them. 

HOMER HILTON, JR., Trust Officer, 

The National Bank of Jackson, 

Jackson, Michigan 
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“Down Under’’ 

Sirs: We are always interested in the 
stories about the new and remodeled 
banks, showing the trend in the United 
States and abroad, and are sending a 
photograph of a branch of Australia and 
New Zealand Bank Limited to show that 
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bank architecture “down under” is at 
least keeping pace. 

The new front is of pale blue ceramic 
veneer with aluminum windows and 
stainless steel doors and-frame combined 
as one large unit. Clear glass and 
simplicity have replaced solidity and 
severity. The interior fittings are of 
Queensland maple, with clear plateglass 
screens, above counter height, set in 
special aluminum standards. 

Features include a lunchroom for the 
staff and a night safe for customers, 
something that is not usually seen in 
suburban banks here. 

R. A. GILLINGS, 

Joseland Gillings, Architects, 

Sydney, Australia 
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Savings-Loan Growth Story 

Sirs: Since opening for business some 
seventeen months ago, our total assets 
have increased by 3,125 per cent, now 
topping $5,000,000. We are amazed at 
the international scope our operations 
have assumed, with an important part 
of our total resulting from savings ac- 
counts opened by investors in Japan, 
South America, Europe, islands in the 
Pacific, merchant mariners on the high 
seas, and United States military per- 
sonnel stationed throughout the world. 

We opened in leased quarters and will 
move into our own three-story building 
soon after the first of the year. 

Rex G. BAKER, JR., President, 

Southwestern Savings and 

Loan Association, 

Houston, Texas 
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Savings-Loan Idea 

Sirs: You may be interested in a plan 
we are using to give recognition to savers 
who have had accounts with us continu- 
ously for many years. We have prepared 
cards, in different colors, for our 10, 15, 
20, 25 and 30 year clubs. These fit into 
a billfold. 

We have had many very favorable 
comments from the folks who have re- 
ceived them. 

PHYLLIS EDMONDS, Vice-President, 

Home Federal Savings and 

Loan Association, 

Tulsa, Oklahoma 
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Treasurer’s View point 


Sirs: Thank you for the reprints of 
the article “How Corporate Treasurers 
View Bank Relationships.” The question- 
and-answer arrangement in this material 
is most effective, for the questions are 
exactly the ones bankers are interested 
in, and the answers especially interest- 
ing. 

HirRAM A. MATHEWS, 

Senior Vice-President, 

Irving Trust Company, 

New York 15, New York 


. 


Sirs: The reprint of “How Corporate 
Treasurers View Bank Relationships” is 
both informative and useful to us. We 
are now translating it into Japanese so 
that it can be used to benefit many in 
our bank. 

TOMIJURO ONO, Assistant Manager, 

Foreign Department, 

The Nippon Kangyo Bank Limited, 

Hibiya, Tokyo, Japan 














Who puts the money on the line ? 


Read how banks help the 
shipping industry transport 
cargoes and travelers to and 
from every corner of the earth. 





When goods move money moves. As 
a result, banking and shipping are 
inseparable. Here’s why! 

Today, shipping’s men of action: 
the builders, owners, masters, chan- 
dlers and fitters are concerned with 
one thing—moving cargo and people 
quickly and safely to any port of 
call in the world. But to handle the 
complex money exchange involved in 
foreign trade, and to be sure of a 
ready source of funds for any operat- 
ing contingency, both shipping men 

$ 


and shippers “sign on” the bankers. 


Money moves ships 

To begin with, bank loans help finance 
the operation of every type of mer- 
chant ship sailing the high seas or ply- 
ing the nation’s inland waterways. 

Most important, bank loans finance 
cargoes to and from the markets of 
the world—and even provide quick 
cash for tariff charges. Banks arrange 
for the fast transfer of money to ship- 
ping agents, arrange for payment of 
toll charges through the Panama and 
Suez Canals, and in many other ways 
help speed the passage of ships and 
the movement of goods. 


How you benefit 
Even if you never set foot on a gang- 


plank, you inevitably benefit from 
the millions of dollars banks pilot 
directly and indirectly through the 
shipping industry. This is so because 
wherever and whenever banks put a 
community’s idle money to work, 
men and women work, too. As a 
result, money moves and circulates, 
thereby helping to stabilize the whole 
economy and maintain a high stand- 
ard of living. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contribution to the 
progress of our country. 


The CHASE National Bank 
OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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TRENDS IN PINANGE 








Optimism vs. Pessimism 


While there has been the annual rash 
of business outlook predictions antic- 
ipated by Banker-Editor Herb Leggett, 
in his tongue-in-cheek comments repro- 
duced in the box below, the forecasts are 
considerably more specific and definitive 
than he advises. There is, however, quite 
a balancing of gloomy viewpoints versus 
a hesitant optimism, and the general 
consensus of the soothsayers seems to be 
that 1954 will bring a continuation of 
the modest downward drift with no strik- 
ing change of pace. 

A good year. The prevailing mood is 
typified by this comment by John K. 
Thompson, president, Union Bank of 
Commerce, Cleveland: 

“1954 should be a good year for busi- 
ness—not as good as 1953 when prac- 
tically all the production and progress 
indices have been higher than in any 
other year—but still good.” 

Beyond this general statement, Presi- 
dent Thompson has made some pretty 
detailed predictions. He thinks that this 
year’s monthly average for the Federal 
Reserve index of production will be 
approximately 219 or about the same as 
that for 1952, compared with a 235 aver- 
age for 1953. He expects a reduction 
of approximately 10 per cent in the 
manufacture of durable goods, and a 3 
per cent drop in non-durable goods out- 
put. And he foresees a gross national 
product, representing all goods and serv- 
ices, of some 5 per cent below last year. 

On the financial side, Mr. Thompson 
believes that at the end of 1954, govern- 
ment bond yields will be very close to 
their 1953 year-end level. He asserts: 
“With changing money market condi- 
tions there will, of course, be fluctuations 











Will downdrift continue? 


during the year but I do not believe they 
will be anywhere near as great as dur- 
ing 1953.” 

Bank loan outlook. That bank credit 
is likely to assume less importance as a 
stimulus to business activity is an obser- 
vation made by Frederic A. Potts, presi- 
dent, The Philadelphia National Bank. 
“Both the Treasury and the Federal Re- 
serve System appear determined to 





achieve re-establishment of a sound mone- 
tary and fiscal structure,” he explains. 
“To that end the national balancing 
forces of supply and demand have been 
given relatively free play in the money 
market. Under those circumstances there 
can be no expectation that the supply of 
loanable funds will be enlarged via in- 
flationary maneuvers.” 

In its well-known Business Bulletin, 
The Cleveland Trust Company ventures 
the opinion that interest rates will be 
lower in 1954 than in 1953. It also 
anticipates that the wholesale price index 
of all commodities will probably average 
slightly lower. 

Rosy tinge. One of the most optimistic 
of the outlook oracles is Dr. Gordon 
McKinley, chief economist, Prudential 
Insurance Company, Newark, who re- 
cently told some saving and loan associa- 
tion officials: “I am convinced that the 
reduction in Federal income taxes, some- 
what higher income, and a revitalized 
selling effort on the part of American 
business, will result in a rise of about 
$6 billion in consumer spending. This 
will be sufficient to offset small declines 
in the investment sector of the economy. 
Total gross national product will remain 
close to its present high level of $396 
billion. There is no basic reason why 
1954 should not turn out to be a very 
successful year.” 

On the other hand, The Northern Trust 
Company of Chicago in its Business 
Comment bulletin points to such signs 
of slackness as rising claims for unem- 
ployment. which in recent weeks have 
been 50 per cent higher than the same 
period a year ago, substantial price 
concessions needed to move excessive 
inventories, declining order backlogs, and 


Year-end prediction strategy as seen by one of banking’s most popular statisticians 





The Simple Trick in Making an Annual Economic Forecast 


-» « explained by Vice-President Herb Leggett, Valley National Bank, Phoenix, Arizona, 


and effervescent editor, Arizona Progress 
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Fanciful blend. The first blizzard of the winter is as nothing 
compared to the deluge of annual forecasts. Economic fore- 
casting has always been a fanciful blend of wishful thinking, 
whistling in the dark and hope springing eternal. Although 
composed largely of mumbo-jumbo and non sequiturs, it is taken 
very seriously by all concerned. From the dregs of our experi- 
ence, we have gleaned a few precepts to follow. 


Secret divulged. The trick in forecasting is to say absolutely 
nothing—in several thousand well chosen words. Lead off with 
a heavy barrage of statistics. This will confuse everyone, in- 
cluding yourself. But never use round figures. If the national 
debt is $274,658,923.17, be sure to say so—and don’t laugh off 
the 17c. After all, this is equivalent to a nickel when the Re- 
publicans were in before. 


Leave a loophole. Avoid loose predictions like saying busi- 
ness will be up 10 per cent or down 5 per cent. That indicates 
basic uncertainty. Be precise—if it can’t be checked. Specify 
that business will rise 7.32 per cent next year unless something 


happens (something always does). 
matter what. 


This provides an out, no 


Ambiguity advised. Don’t overdo your optimism. A dis- 
illusioned bankrupt may save the forecast and throw it in your 
face someday. On the other hand, there is an unwritten law 
against being pessimistic. No one wants to be a killjoy and, 
besides, real estate salesmen can be pretty nasty if you queer 
a deal for them. The best thing is to be strictly ambiguous, 
like Nostradamus. It is good clean fun, and quite simple, once 
you get the hang of it. So hie with us now to the Land of 
Make-believe where the wish is father to the thought and two 
plus two may equal five, six or even ten. 


Sample economic forecast: “Barring war or peace, there is 
practically nothing to worry about. Of course, adjustments will 
occur and some businesses will ‘go poof’ but, viewed broadly, 
this is a healthy thing. Less competition, you know. Indications 
are that people will continue to eat, sleep and have babies 
throughout most of 1954. Don’t sell America short, but, if you 
do take a gamble and lose, remember we told you so.” 
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reduced capital expenditure programs. 
Slide may quicken. The downward 
pressure that was at first centered al- 
most completely in hard goods now ap- 
pears to be carrying over quite exten- 
sively into the area of non-durables as 
well, according to The Guaranty Survey, 
published monthly by Guaranty Trust 
Company of New York. It does find 
many elements of strength that will 
bolster business volume in early 1954, 
but warns that the outlook beyond is 
much less clear. If necessary adjust- 
ments are not made expeditiously, or 
should prove to be more formidable than 
analysts now estimate, Guaranty Trust 
asserts that the ensuing drop in general 








Now — BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 
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struction—STRONG and RIGID, 
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activity might be considerably sharper 
than popular opinion now holds likely. 

Competitive pressure. There does ap- 
pear to be general agreement with Pro- 
fessor Raymond Rodgers of New York 
University that the business pattern in 
coming months will be characterized by 
competition, and ever more competition. 
It will put even more pressure on man- 
agement to increase efficiency, and sell- 
ing efforts. 

This will be a world-wide as well as 
a domestic trend, it appears. Says A. M. 
Strong, vice-president, American Na- 
tional Bank and Trust Company of Chi- 
cago: “Our exporters find that Germany, 
England, Japan, and other countries are 
making inroads in Latin America and 
elsewhere. They are offering lower prices 
and longer payment terms; they do not 
face the problem of the shortage of dol- 
lars. Their governments are assisting 
them by insuring their credit risk, which 
enables the sellers to discount the long- 
term notes at their banks. In the United 
States, we have neither government nor 
private foreign credit assistance. The 
increased competition is coming at a time 
when our foreign markets are of vital 
importance to us. A decline in our 
foreign sales will curtail our production 
and result in unemployment.” 

In summary. A good job of sizing up 
the broad business outlook picture for 
the year is done by the Monthly Letter 
of The National City Bank of New York. 
In the last analysis, it says, what is 
producing the expectation of a business 
decline in 1954 is the concept of a “gap” 
as compared with 1953. The gap repre- 
sents prospective reductions in demand 
for capital goods, automobiles and hous- 
ing, and prospective cessation of inven- 
tory stocking. What this may amount 
to in dollar terms would be hard to pre- 
dict, but in any event it can represent 
only a trifling percentage of the total 
potential production and markets of the 
country. The gap can be narrowed by 
success in developing new and better 
goods for the market, or by making old 
products at lower costs; and by flexi- 
bility in production planning and the use 
of resources to give people what they 
want. 

So, it’s hard to find any decided pessi- 
raism about the outlook. A sampling by 
Dun and Bradstreet revealed that only 
19 per cent of the responding businesses 
expected their first quarter sales to be 
below the same quarter of 1953. 

Certainly, there’s no inclination, as 
1954 dawns, for business in general to 
take to the storm cellar. 
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Municipals for Individuals 


A timely, non-technical booklet on the 
advantages of tax-free municipal bonds 
as an investment for individuals, in the 
light of today’s high tax levels, has just 
been published by The Northern Trust 
Company, Chicago. 

Titled “You Can Have Tax-Free In- 
come,” the booklet emphasizes _ that 
municipal bonds—always regarded favor- 
ably by banks, insurance companies and 
trust officers—have become increasingly 
popular with individual investors, includ- 


ing those whose income is comparatively 
modest. 

The Northern Trust publication ac- 
knowledges that the tax-exempt feature 
of municipal securities is more valuable 
to people in the higher income brackets. 
But it blasts the popular theory that 
municipals are only for the very wealthy 
investor. An interesting chart in the 
booklet confirms the view that a person 
of moderate means may find that munic- 
ipal bonds give him more income to keep. 

If an individual’s net taxable income 
is $20,000 for example, the chart shows 
that a yield of 7.24% from taxable stocks 
and bonds would be required to equal a 
2.75% yield from tax-free municipal 
bonds. By consulting the chart, anyone 








Booklet on tax-exempts 


can determine what municipal bonds 
might mean to him, depending on his 
income bracket. 

Copies available. The booklet was pre- 
pared under the direction of Vice-Presi- 
dent Warren F. Sarle, manager of the 
bond department at Northern Trust 
Company, which for years has ranked 
as one of the nation’s foremost municinal 
bond dealers and underwriters. Shown 
above, taking an approving look at the 
new publication, is Mr. Sarle flanked by 
the two assistant managers of the bond 
department, Lester L. Siems (left) and 
Kenneth H. Morrill. 

Illustrations in color and several charts 
highlight the text of the attractive book- 
let, which may be obtained by writing 
to Mr. Sarle at the bank’s headquarters, 
50 South La Salle Street, Chicago 90, 
Illinois. 


* * Pa 
Insurance Dividend Hikes 

Some political spokesmen have pointed 
to increased borrowing costs resulting 
from higher interest rates. A reverse 
side of the coin, and one they often over- 
look, is the better break that such a trend 
gives to those who lay aside something 
for a “rainy day.” 

For example, larger dividends are 
going to millions of life policyholders in 
1954. Many big-name insurance com- 
panies have announced that they will 
make considerably higher disbursements 
this year, the boosts ranging from 13 
per cent to 30 per cent. While the total 
payments must be spread over an increas- 
ing number of policyholders, still the 
individual dividends will reflect a good 
hike over 1953 returns, 

Thus New York Life announces that 
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the amount to be reserved for individual 
policyholders in 1954 will be approx- 
imately $76,000,000 as compared with 
$65,000,000 last year. Of the $11,000,000 
increase, about $3,600,000 is due to 
growth of the company and $7,400,000 
represents an increase in the scale of 
dividends. The company is also increas- 
ing the rate of interest declared on funds 
left with it, under supplementary con- 
tracts and dividends left on deposit, from 
2% per cent to 3 per cent. 

A National Life official says individual 
policyholder checks will reflect most of 
the 28 per cent higher 1954 disburse- 
ments scheduled by that company. Presi- 
dent Thomas A. Bradshaw at Provident 
Mutual largely attributes his company’s 
planned 30 per cent increase in 1954 
dividends to improved interest rates on 
investments. 

Another factor is more favorable mor- 
tality experience. The policyholder death 
rate continues to fall; it was 6.5 per 
thousand in 1952 against 7.3 in 1942, 
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Estate Planning Innovation 


A plan “to improve relations between 
corporations and their independent dis- 
tributors and jobbers” has been devel- 
oped by the estate planning division at 
Provident Trust Company of Philadel- 
phia. 

A two-year survey by the bank dis- 
closed that many thriving distributor 
businesses have floundered upon the 
death of their organizers, and that this 
unstable situation has been a problem to 
corporations relying on these middlemen 
for the marketing of their products. 

Entirely optional. Provident’s plan for 
solving this problem consists of render- 
ing competent estate planning advice to 
the marketing firms. The bank offers this 
service to its larger corporate customers 
with the understanding that acceptance 
will be entirely optional on the part of 
distributors. The usual procedure is for 
the supplier company to arrange with 
Provident for interviews with interested 
distributors. Provident explains that its 
recommendations are factual and prac- 
tical. No legal advice is given; the dis- 
tributors are encouraged to consult their 
own counsel and to complete appropriate 
arrangements with local banks and in- 
surance underwriters. A number of cor- 
porations are already offering the plan to 
their distributors. 

Need disclosed. In its two-year survey 
preceding development of the service, 
Provident had representatives talk with 
several hundred* middlemen, and these 
interviews convinced the bank that there 
was a glaring need for trust advice. It 
was found that in the majority of cases 
there had been inadequate planning for 
the perpetuation of the business, and that 
in many instances owner-managers had 
no estate plans at all, 
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Mutual Fund Booklet 


Various investment objectives, and 
how they may be planned for according 
to the needs of the individual, are dis- 
cussed in a new 10-page booklet, “Check 

















Building an estate. 
Creating a retirement fund. 


Establishing a fund for the 
education of children. 


Simplifying inheritance 
problems. 


Reducing taxes. 


OO duo 


Specifying exactly to whom 
both your principol and in- 
come should be paid. 

















Investment trust promotion 


your Financial Goal,” just issued by the 
Massachusetts Life Fund, Boston, a di- 
versified management type mutual fund. 

The booklet also answers questions 
about the Fund, its policies and its hold- 
ings. And, it describes an unusual ar- 
rangement, in which investors may es- 
tablish a separate trust for the benefit 
of children or others, with shares in the 
Fund being held by the Massachusetts 
Hospital Life Insurance Company as 
trustee. 
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Monetary Policy Forums 


Early this year the American Bankers 
Association will introduce a new series of 
“Executive Forums,” designed to give 
bank officers a better understanding of 
Federal Reserve monetary policy and 
Treasury debt management, and their 
effect upon the credit system. 

Leaders in banking education feel that 
the huge public debt, the magnitude of 
the federal budget, and the flexibility ac- 
corded to monetary policy since 1951 
have placed the problems of debt man- 
agement and monetary policy and their 
relationship to banking in a “new set- 
ting.” They see the need for educational 
material for banking officers at this point 
and aim to fill the gap with this program. 

Forum locations. So far, nine Ameri- 
can Institute of Banking chapters are 
planning to offer the forum series. They 
are: Atlanta, Chicago, Detroit, Los An- 
geles, New York, Philadelphia, Rochester 
(New York), St. Louis and San Fran- 
cisco. 

The series, to be known as “The Eco- 
nomics of Banking and Monetary Policy,” 
aims to bypass the standard approach of 
textbook theory by going directly to the 
function of the various segments of the 
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banking system under present conditions. 
It will analyze problems of the Federal 
Reserve System and the Treasury, and 
provide an understanding of actions 
taken by the authorities so that bank 
officers will be able to interpret them as 
they occur. It is to be a facts series 
rather than a theory course. 

Special studies. The program is predi- 
cated on a series of six studies being pre- 
pared specifically for this series by the 
Economic Policy Commission of the 
American Bankers Association with the 
assistance of an editorial review commit- 
tee of outstanding bankers and econo- 
mists. The titles of these studies are: 
Our Financial System at Work; How Our 
Reserve Banking System Operates; 
Loans, Investments, and Interest Rates; 
The Effects of Federal Reserve Policies; 
The Effects of Treasury Operations; and 
Basic Issues of Monetary Policy. 
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N.Y.S.E. Installment Plan 


Small investors will have an oppor- 
tunity on and after the 25th of this 
month to buy stocks on a periodic instal- 
ment plan finally evolved into workable 
shape by the New York Stock Exchange, 
which will promote it through its member 
firms throughout the country. 

The instalment plan resembles that 
applied to any household appliance, except 
that no credit is involved and instead of 
having a fixed cost and a debit balance, 
the stock buyer has a variable cost and 
buys his shares only as he puts up his 
successive payments. 

If the new plan catches on and proves 
attractive, it will build new goodwill 
toward the Exchange and its members 
and wider interest in securities, while 
the participating brokers will make 
substantial additional commission earn- 
ings. If reception is lukewarm, brokers 
will probably just break even on the 
costs of handling the bookkeeping in- 
volved in it. 

How plan works. Payments can be 
monthly or quarterly and may not be 
less than $40 nor more than $999.99. 
Such “monthly investment plan” buyers 
open accounts with their own brokers 
who in turn have accounts opened in 
their name (with sub-accounts for cus- 
tomers participating) at two odd-lot 
houses who will handle the business, 
Carlisle & Jacquelin and DeCoppet & 
Doremus. 

By keeping down bookkeeping and 
back-office detail work, the program will 
function at the usual brokerage commis- 
sion rates, which are 6 per cent on the 
dollar cost for purchases involving less 
than $100, and $3 plus 1 per cent, with 
i $6 minimum, for purchases involving 
3100 or more. 

Since the commission rate is much 
higher, per purchase, on small amounts, 
it is obvious that the stock buyer who 
invests a large amount in small driblets 
will pay in commissions vastly more than 
if he made one large purchase of 100 
shares at the commission applying to 
such large amounts. This is not stressed 
in the promotional material, naturally, 
but is cited to indicate that small stock 
yuyers do have to pay for the bookkeep- 
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COUNTY? 


Six of Security-First National's 
140 Branches are here to serve you 


It’s likely that Ventura County—at the center of 
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as throughout Metropolitan Los Angeles. 
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Correspondent. Write: 
Bank and Customer Relations Department. 
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ing and other work involved in handling 
a multiplicity of small active accounts. 

Hypothetical example. Being non-con- 
tractural, with buyers merely signifying 
their intention to invest specified amounts 
at specified intervals, there is no penalty 
if it should be abandoned or if payments 
are skipped. To illustrate how it will 
work: 

Mr. Smith tells his broker he will put 
down $40 and invest $40 a month in a 
stock selling at the time at $29%. He 
will buy it at the odd lot price of $30. 

He will pay $2.26 for the 6 per cent 
commissiorf on the investment of the 
$37.74 balance and immediately he will 
own one full share and have $7.74 worth 
of a second share, or a total of 1.258 
shares. If the price doesn’t change, in 
the second month he will have 2 full 
shares and $15.48 worth of a third share, 
or a total of 2.516 shares. If the price 
goes up he will buy fewer; if down, he 
will buy more shares. He will probably 
never buy at the top or at the bottom 
but will always be averaging either up 
or down. If he tells his broker to re- 
invest dividends he will acquire shares 
faster, but he may have the dividends 
sent directly to him. Mr. Smith can pay 
his $40 monthly or quarterly either for 
one year or five; at the end of the selected 
period he will get his certificate, reg- 
istered in his name, for the stock pur- 
chased. Fractional shares can be adjusted 
by selling for cash or through buying 
enough fractions to equal full shares. 

If Mr. Smith can talk his employer 
into making pay roll deductions to cover 
his stock purchases it can be handled 
that way. If he skips any payments the 
broker will skip periodic purchases but 
will doubtless be anxious to close the 
account if it becomes dormant. If Mr. 
Smith after a few months wants to drop 
the whole thing and get his money back, 
the broker will sell the stock standing 


in his name at the market and charge 
the regular commission. That, in gen- 
eral, is a condensed summary of the 
system to be operated. 
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Appraising Management 


Bank loan officers, credit men, security 
analysts, and careful investors are 
among those who especially recognize the 
importance of good management in busi- 
ness, and who are constantly confronted 
with the problem of attempting to evalu- 
ate management’s ability to operate an 
enterprise soundly and profitably. 

Some tangible help in this analysis en- 
deavor is now available from Robert Mor- 
ris Associates, national association of 
bank loan officers and credit men, in a 
pamphlet titled “How to Appraise Man- 
agement.” 

Top management. Ways to explore the 
effectiveness of top management in a 
business organization are discussed in 
detail by William J. Wiley, vice-presi- 
dent, Atlas Powder Company, Wilming- 
ton, Delaware. Explaining that the ques- 
tion cannot be answered simply, Mr. 
Wiley cites some of the areas to be 
probed, such as: To what extent is the 
executive staff composed of specialists? 
To what degree are the separate func- 
tions compartmentalized? How is the 
company administered? What is the 
function of the board of directors? How 
able is middle management? How fre- 
quently is management buried in detail ? 
How consistently is consideration given 
to the long-term effects of decisions? 

Production management. Specific ways 
in which the financial officer can evalu- 
ate production management, without 
needing to be a technical specialist, are 
suggested by Oliver J. Greenway, vice- 
president, International Resistance Com- 
pany, Philadelphia. He advises taking a 
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look at four general areas: production 
operations, facilities and equipment, pur- 
chasing and material control, and indus- 
trial relations; and he singles out some 
of the questions to ask enroute. 

Sales management. Suggestions for de- 
termining the marketing soundness of a 
company are advanced by Raymond A. 
Rich, vice-president, Philco Corporation, 
Philadelphia. He advises checking into 
the concern’s management philosophy 
(whether it is merchandising minded), 
its present and future marketing strate- 
gy, the adequacy of its distribution sys- 
tem, how well market research is under- 
stood and used, the sales targets that 
have been adopted, the extent to which 
product development is emphasized, and 
the effectiveness of the advertising pro- 
gram. 

In addition to these excellent discus- 
sions, the three experienced industrial 
executives have prepared a consolidated 
check list of key questions, as a guide to 
bankers and others seeking answers to 
management appraisals. 

The pamphlet is based on a panel dis- 
cussion presented to the annual confer- 
ence of the Associates, and copies are 
being offered to non-members in the be- 
lief that the suggestions warrant the 
close study of all who are engaged in 
loan or credit work. 

Requests should be directed to the fol- 
lowing address: Central Office, Robert 
Morris Associates, 1417 Sansom Street, 
Philadelphia 2, Pennsylvania. 
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| The Borrowing Trends of 


Finance Companies 

In their relatively short span of 
growth, finance companies have emerged 
as the largest customers of bank credit, 
the largest borrowers in the commercial 
paper market, and the largest issuers 
of long term debt securities of any indus- 
try except the public utilities. 

In citing this great progress, George 
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A. Bigley, executive vice-president of 
Pacific Finance Corporation, recently 
told American Finance Conference mem- 
bers that the installment finance industry 
has not attained “anything approaching 
the full recognition in investment circles 
to which it is entitled.” He emphasized 
that the industry is now permanently 
in the market for large sums of money, 
and suggested that it badly needs an 
expanded public relations program to 
build up such recognition. 

Short term funds, Since sales finance 
companies require a type of credit that 
can be expanded or retracted easily, they 
rely heavily on short term bank credit 
for the bulk of their working funds. 
“During the past two or three years,” 
Mr. Bigley asserted, “more and more 
vocal dissatisfaction has been expressed 
by finance companies concerning the 
difficulty of obtaining new bank lines 
and even increasing lines from banks 
with whom they have done business over 
the past 10 or 15 years.” He traced this 
to the heavy demand for bank loans 
rather than any concern over the increas- 
ing volume of installment credit, and 
added: “I doubt whether any industry 
has received such staunch financial sup- 
port together with such understanding 
treatment as has been extended to the 
finance industry by our commercial 
bankers.” 

Short term notes sold in the open 
market are more extensively used than 
may be recognized, according to Mr. 
Bigley, who estimated that consumer 
credit companies issue about 40 per cent 
of the total commercial paper outstand- 
ing. While this is an attractive form 
of borrowing since it affords the cheapest 
money available, Mr. Bigley recommended 
that it be held to 15 or 20 per cent of 
total borrowings. He added that a com- 
pany must have a 10-year record before 
using commercial paper, as well as the 
firm support of credit line banks who 
will be willing to recommend the credit 
upon inquiry. 

Longer term debt. “The greatest 
strides in advancing finance companies’ 
senior credit position,” Mr. Bigley said, 
“has been in the field of medium and long 
term notes and debentures.” As evidence, 
he pointed to the fact that the companies 
had marketed $1,200,000,000 of senior 
securities during 1952 and the first 10 
months of 1953. 

The growing tendency for leaders in 
the sales finance industry to think in 
terms of subordinated debentures and 
other forms of long term debt has also 
been cited by James F. Watson, treasurer 
of the Pioneer Credit Corporation, Great 
Barrington, Massachusetts. 

Requirements for subordinated debt 
Mr. Watson gave as: maintaining net 
worth at an agreed amount, maintaining 
current assets at some agreed amount 
above current liabilities and creating a 
sinking fund or paying an annual reduc- 
tion on the note. He urged American 
Finance Conference members to think 
ahead to the effect on borrowing capacity 
which the difference between paying off 
senior and subordinated debts may incur. 
When senior debt to an insurance com- 
pany is retired, it can be replaced with 
bank borrowing, whereas subordinated 
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debt has the effect of reducing capital 
funds when it is paid off. He emphasized 
that rearrangement of issues of sub- 
ordinated debt as a continuous finance 
medium is not likely or even desirable 
and that rates on subordinated debt are 
from % to 1% per cent higher than 
senior debt. 
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1.B.4. Convention 


Some of the changes, problems and 
opportunities currently churning around 
in the securities business got a good 
“going over’ at the annual Investment 
Bankers Association convention, held as 
usual at Hollywood, Florida. Delegates 
also heard from leaders in industry and 
' government. 

A challenge to the assembled invest- 
ment bankers was issued by Retiring 
President Ewing T. Boles, president of 
The Ohio Company, Columbus. He de- 
clared that salesmanship: would be the 
biggest challenge to all of American 
business in 1954, and that industry 
would have to launch a selling campaign 
exceeding anything seen in years if the 
high level of 1953 is to be maintained. 
Mr. Boles called upon the securities 
dealers to get into the selling swim. 

Progress report. Following were among 
the progress milestones achieved by the 
J.B.A. during the past year, cited by 
Mr.’ Boles: 1. Membership at an all-time 
high of nearly 800. 2.-Improvement in 
activities and attendance at the group 
level. 3. Progress toward centralization 
of staff headquarters and personnel. It 
was indicated that the association will 
move its main sections to Washington 
this summer, leaving the municipal sec- 
retariat and some other departments in 
Cnicago. 4. A successful experiment with 
visitations by staff workers, to all mem- 
ber firms in certain cities, for direct 





From left: Ewing T. Boles, Robert H. Craft, Holden K. Farrar, T. Jerrold Bryce, 
Ralph E. Phillips, Walter A. Schmidt and Lewis Miller 


Introducing new officers, Investment Bankers Association 


explanations of the educational and 
other activities of the I.B.A. 

Budget outlook. A progress report on 
the “‘battle of the budget’’ was received 
directly from Secretary of the Treasury 
George M. Humphrey. He emphasized 
that any major reductions in govern- 
ment spending must come in the “‘secur- 
ity” area involving military, foreign, and 
atomic energy programs. Merely paring 
extravagance here and there will not 
suffice, he stated, for big slashes in 
security spending can only come from 
perfecting a new and more effective 
defense program that costs less money. 
“We must do more than plan on the 
basis of a short and all-out effort for 
a limited period of time,” the Secretary 
asserted. “We must plan our defense 
and the ability to sustain it for the long 
pull.” 

At the crossroads. A warning against 
American business running to the 
“storm cellar” of production limitation, 
following the return of rough and 
tumble competition, was sounded by 
Ernest R. Breech, executive vice-presi- 
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dent of Ford Motor Company. He said 
that the transition to a buyer’s market 
brings with it a critical choice: ““‘We 
can move ahead boldly, through better 
management and harder selling, to main- 
tain and expand the economic progress 
of the past eight years. Or we can 
slide backwards, in fear and trembling, 
to a controlled economy, restricted pro- 
duction and a kind of economic plateau 
on which efficiency and productivity will 
be straitjacketed. There have been some 
alarming symptoms of a trend in the 
latter direction during recent months,” 
Mr. Breech observed. 

The rails upheld. ‘‘Don’t sell the rail- 
roads short,” was the gist of a talk by 
William White, president, New York 
Central System. The announced purpose 
of his address was to counteract what 
he termed an unrealistic state of mind 
toward railroads as an investment, re- 
sulting in an ‘“underpricing’” of the 
industry’s stock and bonds. Mr. White 
asserted that in areas where business 
had been lost unnecessarily, the rails 
were striking back with service and 
competitive pricing. He also noted that 
the industry is in the best ‘‘physical con- 
dition” in its history, and that funded 
debt had not increased despite capital 
expenditures totaling $7.8 billion in the 
1946-1952 period. ‘ 

Airline announcement. An example o 
airline progress was cited by Captain 
Eddie Rickenbacker, board chairman, 
Eastern Air Lines, Inc., who announced 
that his organization would soon inau- 
gurate what he called the world’s first 
practical experiment in long-distance 
“commuting” to Florida, at a fraction 
of former cost. He explained that by 
mid-January, Eastern would have in 
operation a daily series of inexpensive 
aircoach flights, with every-hour-on-the- 
hour service virtually around the clock. 
It is expected that this will enable mil- 
lions of new travelers to enjoy Florida’s 
attractions. 

S.E.C. procedures. Some of the techni- 
cal changes being considered by the 
Securities and Exchange Commission to 
simplify and improve its procedures 
were discussed by Chairman Ralph H. 
Demmler. He also indicated that con- 
siderable thought is currently being 
given to the regulation of mutual funds. 

Research advised. The need for a 
comprehensive survey of the investment 
banking industry was urged by Dr. R. J. 
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Saulnier, director, Financial Research 
Program, National Bureau of Eeonomic 
Research. He said that such a study 
could cover the changes that are taking 
place in the industry, what effect the 
securities markets have on economic 
stability and growth, the impact of regu- 
lation, and the importance of equity 
capital in an enterprise system. 

Officer line-up. New president of the 
I.B.A. is T. Jerrold Bryce, a senior 
partner of Clark, Dodge & Co., New 
York City, who expressed the hope 
in his convention remarks that some 
method can be developed for taking the 
kinks out of the mechanism for com- 
petitive bidding. Mr. Bryce began his 
business career in the bond department 
of Harris Trust and Savings Bank, 
Chicago, and later was a vice-president 
at the Continental Illinois National Bank 
and Trust Company in Chicago, before 
joining Clark, Dodge & Co. in 1935. 

Named with Mr. Bryce were the fol- 
lowing vice-presidents: Robert H. Craft, 
American Securities Corp., New York 
City, and a former vice-president at 
Guaranty Trust Company of New York; 
Holden K. Farrar, Smith, Barney & Co., 
Chicago; Lewis Miller, First National 
Bank of Chicago; Ralph E. Phillips, 
Dean Witter & Co., Los Angeles; and 
Walter A. Schmidt of Poole, Roberts & 
Parke, Philadelphia. 
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Bank Stock Popularity 


Bank stocks appear to be coming into 
increasing favor among the investment 
funds. 

A quarterly report for the Wellington 
Fund cites purchases of 2,000 shares of 
Bankers Trust Company, New York; 
8,000 shares of Chase National Bank, 
New York; 420 shares of First Bank 
Stock Corporation; and 10,000 shares of 
Manufacturers National Bank of Detroit. 

In the report, the following total bank 
holdings are listed: Chase National, 25,- 
000 shares; First Bank stock Corpora- 
tion, 21,420 shares; National City Bank 
of New York, 21,000 shares; Bankers 
Trust, 20,000 shares; Guaranty Trust 
Company of New York, 15,000 shares; 
National Bank of Detroit, 12,000 shares; 
Manufacturers National, Detroit, 10,000 
shares; First National Bank of Boston, 
10,000 shares; Northwest Bancorpora- 
tion, 10,000 shares; Republic National 
Bank of Dallas, 10,000 shares; First Na- 
tional Bank of Chicago, 3,000 shares; 
Cleveland Trust Company, 3,000 shares. 

Up from “zero.” Another mutual in- 
vestment trust, Affiliated Fund, reports 
that its bank stock holdings have in- 
creased from “zero” in 1949 to 9.3 per 
cent of total assets. 

This shift was one of the changes noted 
by the Fund in discussing the investment 
principles by which it is guided. The 
fund stressed the importance of relating 
appraisals of stocks to their current mar- 
ket prices. It does not consider a stock 
to be a good investment, even though it 
has an unusually promising growth pros- 
pect, if the market price reflects too full 
a valuation of that prospect. 

“On the other hand,” say the fund, 
“when the stock of a seasoned company 
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in sound financial condition may be pur- 
chased at a low price in relation to our 
appraisal, even though the company is 
expected to have only average growth, 
we believe that is a good investment. 

“Our policy is to change our invest- 
ments as economic conditions and market 
prices dictate. We do not trade for short- 
term profits but neither do we consider 
any stock we own to be a permanent in- 
vestment. We are continuously reapprais- 
ing each stock we own in relation to its 
market price.” 

Interesting changes. Thus the enhanced 
appeal of bank stocks to the fund is sig- 


nificant. There have also been. other 
marked shifts. Largest group investment 
is in electric power and light companies, 
in which the fund has 22 per cent of its 
assets against 6.6 per cent in 1949. 

Next highest are natural gas com- 
panies with 12.1 per cent against 4.2 in 
1949; banking’s 9.3 per cent; food, 8.5 
against 2; and tobacco, 7.6 against 5.8. 

Oils, which represented the largest 
single investment in 1949 with 19.1 per 
cent, rose to 29.9 per cent in 1950, and 
have since dropped to 4.5. In the same 
period chemicals have dropped from 9.5 
per cent to 0.9, automotive from 6.3 to 0.1. 
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Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 
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knowledge of local people and conditions are at your dis- 


posal. 
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send your earnings upward / 


set NCB TRAVELERS CHECKS 


The sky's the limit, when you sell these well-known 
checks, It's all clear profit to you, because you get 
THE ENTIRE SELLING COMMISSION on the checks 
you sell—75¢ on each $100. 


They're a natural for customers who expect to 
travel, when they withdraw funds for a trip, or come 


into your bank for other accommodations. 


National City Bank Travelers Checks are spendable 
like cash everywhere, with a full refund guarantee if 
they are lost or stolen. Issued in $10, $20, $50 

and $100 denominations; they remain good until used. 


All NCB Travelers Check advertising constantly 
reminds readers to buy these checks at their bank. 

To help you get your share of the market, point-of-sale 
and other display material, as well as free newspaper 


mats, are available. Write for full information. 


THE NATIONAL CITY BAN 
OF NEW YORK 


FIRST IN WORLD WIDE BANKING 


55 Wall Street, New York 15, N.Y. 


Member Federal Deposit Insurance Corporation 
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BANKING NEWS 








Correspondent Conferences 


It was only a relatively short time ago 
that the first bank correspondent confer- 
ences were held on a limited basis as a 
new form of business relations project. 
Now these conferences have become a 
well established and flourishing institu- 
tion within the banking industry. 

Evidence of this was seen again in re- 
cent weeks, when several thousand bank 
officers were guests of the larger banks, 
at one and two-day meetings. The cor- 
respondent representatives took part in 
class sessions, listening to the timely re- 
ports of experts, and otherwise shared in 
a general pooling of information to help 
give them a keener insight into the prob- 
lems that may confront them in the year 
ahead. 

As for the popularity of these corre- 
spondent meetings, so large was one of 
them that a specially adapted, closed 
television circuit was used to carry the 
messages from the main meeting room 
to an overflow crowd assembled else- 
where in the building. 


e 


Loan experts report. A highlight of 
the correspondent conferences of the 
First National Bank of Chicago are the 
reports by ten commercial loan depart- 
ment vice-presidents, each of whom sup- 
ervises a division covering a group of 
basic industries. Their reports to the 
correspondent executives are based on 
year-round, intensive studies of those in- 
dustries. 

These experts predicted for 1954 a 





COVER PICTURE 


Roy Wenzlick, real estate analyst, 

predicts drop in 1954, at correspond- 

ent conference of First National 
Bank in St. Louis 











One of two television cameras at 
First National, Chicago, meeting 


Overflow crowd watches via TV 


lower production in practically all major 
industries. They foresaw continued soft 
markets and output reductions in farm 
equipment, automobiles, appliances, road 
machinery and whiskey. The livestock 
and meat packing markets were seen as 
remaining reasonably stable, having al- 
ready completed a sharp decline. Simi- 
larly, the retail textile sales in the com- 
ing year were expected to equal or fall 
slightly under 1953. A continuing strong 
demand for tires, with prices remaining 
stable, was predicted. With steel and 
steel products in long supply for the first 
time since the end of World War II a 
first-quarter 1954 production of steel 
would be approximately 80 per cent of 
rated capacity. While this is below re- 
cent levels, the first National spokesman 
commented that this year’s production 
would still compare favorably with the 
output of earlier periods. 


Stimulating guest talks. Especially 
well-qualified guest speakers were 
brought to the conference from many 
parts of the country. They delivered time- 
ly and stimulating addresses on the sub- 


* jects of bank management, control and 


operations, investments, and the business 
and agricultural outlooks for 1954. 

Among these speakers were George L. 
Luthy, president, Commercial National 
Bank of Peoria, Illinois; Frank S. Town- 
send, manager of Chicago office, Con- 
necticut General Life Insurance Com- 
pany; Heyward T. Denyes, general vice- 
president, Industrial National Bank, De- 
troit, Michigan; Harry Mertz, technical 
commission secretary, National Associa- 
tion of Bank Auditors and Comptrollers; 
and Doctors Leo Wolman, Earl Butz and 
Lester V. Chandler, economics professors 
respectively of Columbia, Purdue and 
Princeton Universities. Principal speak- 
ers from the First National of Chicago 
included C. Z. Meyer, vice-president and 
comptroller, John H. Grier, vice-presi- 
dent, and Leroy F. Winterhalter, as- 
sistant vice-president. 

Closed TV technique. More than 1,400 
bank representatives and 600 wives 
thronged the Morrison Hotel during the 
two-day meeting. Although very large, 
the hotel’s Terrace Room could not ac- 
commodate the record gathering. Accord- 
ingly, a large contingent were seated in 
another of the hotel’s dining rooms where 
they were able to follow the entire pro- 
gram as it took place via a giant 12’ x 16’ 
television screen. This was arranged by 
employing a closed circuit television tech- 
nique and two TV cameras. 


o 


Real estate decline, boom. Using a 
giant sized chart to trace the activities 
of real estate in this country over the 
past five decades and to predict the 


As ten of the bank’s commercial loan experts reported on outlook for basic industries 


A record 1,400 officers, 600 wives, thronged the correspondent conclave of First National, Chicago 
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future markets in the next few years, 
Roy Wenzlick, widely known analyst, 
held the close interest of more than 400 
bank directors and officers attending the 
annual correspondent conference of the 
First National Bank in St. Louis, Mis- 
souri. Mr. Wenzlick, president of the 
Roy Wenzlick Company, St. Louis, has 
been known for his work since 1926. 

He told the audience that substantial 
drops in real estate activity wil! occur 
this year and that there will be a con- 
tinued decline for the next four or five 
years. He went on to say, however, that 
after this period of depressed activity, 
the country will see in the 1960’s the 
greatest real estate boom it has ever 
known. 

Prices of residential structures will go 
down slowly during the next several 
years in Mr. Wenzlick’s opinion. As an 
example, he said that a one-family house 
that sold new in 1913 for $10,000 reached 
a peak of $31,000 in 1951. The price is 
already down, he noted, and will continue 
downward to about $23,000 in 1957 or 
1958. 

Other subjects discussed. Dr. Benjamin 
Haggott Beckhart, economic consultant 
of The Chase National Bank, New York, 
talked on present economic conditions, 
and Glenn Drake, president of Glenn 
Drake Associates, Osceola, New York, 
discussed the personal touch in selling 
bank services. The government bond 
market, and how to make the most of 
correspondent banking services, were 
discussed by two First National officers, 
W. R. Mesenbrink, vice president, and 
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Panel on farm support program at Central National, Denver, meeting 


Robert G. VanCleave, assistant vice- 
president and analyst. 
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Major issue debated. At the third an- 
nual correspondent conference of The 
Central Bank and Trust Company, Den- 
ver, Colorado, two leading political 
figures, U. S. Senator Ed C. Johnson and 
State Governor Dan Thornton, locked 
horns in a debate over the governor’s 
recently announced program of support 
for ranchers and farmers. 

Governor Thornton’s plan would elim- 
inate price support and subsidies guaran- 
teeing a profit for ranchers and farmers, 
and would establish a guarantee to the 
producer of the average cost of produc- 
tion of the agricultural commodity pro- 
duced. 

Senator Johnson disagreed with the 
Thornton plan, and said he believed the 








“EVERYTHING'S UPTO 


Yes, indeed, everything’s up to date 
in Kansas City. . . or will be as soon 
as we finish the new addition to our 
Kansas City plant. It seems just a 
few months ago that we moved into 
this nice new building, but actually 
seven years have gone by. And now 
we have outgrown what we thought 
was adequate space. 


As we adjust to the enlarged area we 
will introduce new machines and new 
procedures, all designed to produce 
more effortlessly. Even before the 
new walls are up, we will be moving 
equipment around to accommodate 
an improved flow of production 
already thoroughly tested and known 
to be better than existing methods. 


From time to time, as we contemplate 
major changes of this sort, we catch 
ourselves momentarily debating the 
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DATE IN KANSAS CITY” | 


nied 
advisability of investing in capital 
items instead of adding to our 
liquidity. Invariably, however, when 
we weigh the value of a machine as 
compared to the same amount in 
cash, the machine always gets the 
nod. Perhaps we never will be rich 
in dollars, but we hope some day to 
become rich in experience and we 
think that constant changes in 
methods may bring this about. 


Seteetiae meets 
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Within the next month or two, 
therefore, we are confident that our 
Kansas City operation will be just 
about the last word in check printing 
efficiency. We are not too hopeful 
that this rating will last, because 
what is tops today may be outmoded 
tomorrow. For a fleeting moment, 
however, we feel sure that everything 
will be up to date in Kansas City. 
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Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 









stockmen were “taking a rooking.” He 
said that they had every right to seek a 
support program in Congress. 

Siding with Governor Thornton, an- 
other panel member, L. M. Pexton, presi- 
dent of the Denver Union Stockyards 
Company, said that high beef supports 
would no “nothing more than postpone 
the day of reckoning.” 

Other panel members. The meeting 
was attended by more than 700 delegates 
representing 217 banks in 11 states. 
Other members of the panel on farm 
support programs were Jesse W. Tapp, 
executive vice-president of Bank of 
America, San Francisco; J. W. Shonsey, 
vice-president, Livestock National Bank, 
Omaha; and Charles Brannan, former 
Secretary of Agriculture. All of the 
participants, with the exception of Mr. 
Shonsey, are shown in the accompanying 
photo. Elwood M. Brooks, president of 
Central Bank and Trust, who presided 
over the meeting, is shown fourth from 
the left. 

@ 


Treasury aims told. Newly appointed 
assistant to the Secretary of the Treas- 
ury last October, David M. Kennedy told 
the 400 bank representatives attending 
the First National Bank in Houston con- 
ference that month that the aim of the 
U. S. Treasury is “an honest constant 
dollar.” Mr. Kennedy is a well-known 
economist and prior to his appointment 
was a vice-president of Continental IIli- 
nois National Bank & Trust Company, 
Chicago. 

Mr. Kennedy said that progress was 
being made in reducing the expenditures 
of government and bringing the budget 
into balance; that the country would be 
kept strong, but that by proper adminis- 
tration more preparedness for less money 
could be obtained. 

Apart from Mr. Kennedy’s speech, the 
First National, Houston’s program was 
made up of forum-type seminars on in- 
stallment financing, construction loans, 
operations and personnel, investments, 
and legal questions. 
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Bank leadership urged. William L. 
Day, president, The Pennsylvania Com- 
pany for Banking and Trusts, Philadel- 
phia, opened his bank’s 10th annual 
meeting, by urging all bankers to assume 
a role of leadership. 

“As bankers,” he said, “it is up to us 
to assume real leadership not only in 
our banks, but in our communities, and 
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to do all we can to guide public opinion 
along sound and constructive lines. This 
is our real responsibility in the year 
ahead.” 

A highlight of the Penco conference 
was the address of Eugene R. Black, 
president of the International Bank for 
Reconstruction and Development. Mr. 
Black described in detail the manner in 
which the World Bank is operated. He 
emphasized that the bank makes loans 
only for specific projects, and requires 
a substantial local participation. 

“We in the United States,” he de- 
clared, “must do what we can to raise 
the living standards throughout the 
world. It is not something which can be 
done overnight or by charity—by ever 
increasing gifts—but on a business basis, 
such as the World Bank is doing, so 
that countries will raise their own living 





From left: W. Kurtz, board chairman, 

W. Day, president, E. Black, president, 

International Bank, and W. Kelly, 
executive vice-president 


Speakers at Penco gathering 


standards through their own efforts.” 

Paying tribute to the present Admin- 
istration, William F. Kurtz, Penco board 
chairman, said that he thought the Treas- 
ury team today is the strongest team that 
any Administration has “fielded in the 
memory of us now living.” 
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Credit policy treatment. A major 
speaker at the third annual correspond- 
ent meeting of the City National Bank & 
Trust Company, Kansas City, Missouri, 
was Aubrey G. Lanston, New York City, 
head of one of the nation’s largest gov- 
ernment bond houses. Mr. Lanston spoke 
to more than 700 bank officers represent- 
ing banks in 13 states. 

In discussing the interest rate trend, 
he emphasized the importance of the 
manner in which credit policy is handled. 
He predicted that as the Treasury is 
forced to finance a large deficit, a com- 
parable increase will take place in the 
total demand for credit. This increased 
demand, he said, represented by addi- 
tional issues of Treasury securities, must 
be looked upon as one of the natural 
forces in the market place. 

“If we looked upon it in any other 
way,” Mr. Lanston continued, “the end 
result would be that the Federal Reserve, 
more or less, would set the prices at 
which all Treasury securities are sold. If 
this happens, free markets for interest 
rates would disappear and the credit pol- 
icy once more would be subordinated to 
the Treasury’s financing needs.” 
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Selling bank services. Service to the 
community and to the customer was the 
theme expounded at the annual confer- 
ence of The Bank of Virginia, Richmond, 
by one of the principal speakers. He 
was W. R. Parker, executive vice-presi- 
dent of the Bank of Powhattan, Inc., 
Powhattan, Virginia. 

Mr. Parker told the audience that, 
“There is no substitute for the customer; 
treat him right.” Such an attitude to- 
ward customer and public service is the 
key to successful banking, he said. The 
quality of community service rather than 
the population of the community builds 
a successful bank. 

New era of prosperity. Representing 
banks in all sections of the country and 
in 15 foreign countries, more than 750 
bankers attended the first correspondent 
conference held in three years at the 
Philadelphia (Pennsylvania) National 
Bank. Frederic A. Potts, president of 
Philadelphia National, struck an opti- 
mistic keynote for the meeting in pre- 
dicting a new era of prosperity and 
peace for the nation. 

Speaking at the banquet in the Bel- 
levue-Stratford Hotel, Mr. Potts told the 
visiting bankers that notwithstanding 
increasing evidence of readjustment 
throughout the economy, a sounder basis 
is being constructed from which will 
arise a new era of peace and prosperity. 
He outlined some of the recent changes 
in governmental and financial policies 
which will help bring about a healthier 
atmosphere in the years ahead. 
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Savings-Loan Convention 


The 61st annual convention of the 
United States Savings and Loan League 
was the largest ever held by the associ- 
ation, and at the same time was one of 
the most action-packed. More than 3,000 
savings and loan executives were on hand 
at the meetings held in Chicago’s Hotel 
Palmer House. In fast moving sessions 
they learned that the industry’s growth 
in 1953 was the greatest in its history; 
were told of a slum clearance project to 
be launched this year by the League; 
saw the world premiere of a new 4-color, 


League’s leadership changes 


From left: 


N. Strunk, executive vice- 
president, 


L. Clements, outgoing 


C. 
president, R. R. Crosby, new president, 
J. H. Edgerton, vice-president 














save by mail on bank supplies 


designed for your special uses 








Cashier’s 
Pad Rack 





Rubber feet prevent 
slipping and scratching 


Durable, welded steel construction—yet 
light weight. Saves space, Holds checks, 
pads, contracts, etc., within easy reach. 
Choice of olive green or gray. 


No. 566 Six pocket, 8” wide, 74” high, 
OG csncmnecmvninie $3.95 
No. 568 Eight pocket, 8” wide, 914” 
high, SYA” deep......cccccrvres $4.95 


No. 570 Ten pocket, 8” wide, 1114” 
high, 654” deep...:.......s00+ $7.50 


COMPLETE CATALOG FREE 


48 page catalog of Block and Co. 
specialized bank and cashiers sup- 
plies, yours free. 


Use the handy order blank below 


Specialized Bank and Cashiers Supplies 
350 W. Ontario St., Chicago 10, Ill. 
Phone: WHitehall 3-2500 


Send me (Quantity) —_- #566, ——__ #568, 
a i 








(— Send free copy of Bank and Cashiers Supplies 


Catalog 
Name 





Firm 








City. 


State 


BLOCK and Company: 
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FOREIGN 


You may open commercial letters of 
credit for your customers through 
Public National, transmit funds to all 
parts of the world, and buy and sell 
foreign exchange and foreign currency. 
We also will handle your foreign col- 
lections and furnish up-to-date infor- 
mation on trade possibilities and cur- 
rent conditions of foreign markets. 
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3,000 attend U. S. Savings and Loan convention sessions 


sound saving's-loan film; received opti- 
mistic reports on the business outlook for 
1954; and had Anglo-American compari- 
sons made for them by a British housing 
expert. 

Growth records shattered. A net in- 
crease in savings of approximately $3,- 
750,000,000 was made in 1953 by the sav- 
ings-loan institutions, which figure shat- 
tered the previous record set in 1952 of 
$3,250,000,000. This report was made by 
outgoing President Charles L. Clements 
in his opening address. 

Mr. Clements, who is also president of 
the Chase Federal Savings and Loan As- 
sociation, Miami Beach, Florida, also re- 
vealed that on the lending side of the 
business, all previous records were also 
smashed, with a total volume of $8 bil- 
lion estimated for 1953. This represented 
an increase of nearly $1 billion over 1952, 
the previous biggest lending year. 

No sharp business decline. Headed by 
Roy W. Larsen, president of the Twin 
City Federal Savings & Loan Associa- 
tion, Minneapolis, Minnesota, the 
League’s trends and economics policies 
committee predicted that no sharp busi- 
ness decline was in sight. Instead, they 
forecast that the American economy will 
operate on a continued high level during 
the first half of 1954, although slightly 
below previously attained peaks. 

The reasons given for this prediction 
were: (1) Government cash expenditures 
will apparently not decline, (2) taxes will 
be reduced, (3) relatively “easy money” 
conditions will prevail, (4) American 
businessmen will act promptly to stimu- 
late consumer demand and expand sales, 
and (5) individuals have accumulated a 
very substantial volume of personal sav- 
ings. 

Slum clearance program. A broad pro- 
gram aimed at combatting slum areas, 
with the weight of the $26 billion sav- 
ings-loan business behind it, was ap- 
proved at the convention. It includes the 
following three points: 

Securing authority for federally-char- 
tered savings and loan associations to ac- 
quire cleared slum land for the construc- 
tion of single family homes and small 
apartment buildings. 


A savings and loan “boycott” of bor- 
rowers who do not, or did not in the past, 
maintain their buildings properly and in 
conformity with adequate health, safety 
and sanitation requirements. Under such 
a “boycott,” borrowers who violate their 
mortgage contract by making major 
building operations without prior ap- 
proval as required by the contract would 
be subject to action by the lending asso- 
ciation. Or, the application of a potential 
borrower who was disclosed to have vio- 
lated a mortgage contract in the past 
would be declined. 

A big increase in financing repairs and 
improvements on older homes. 

League officials hope to meet early this 
year with leaders in the home building 
and real estate fields to see if a nation- 
wide campaign can be undertaken to re- 
store blighted areas in a number of larger 
cities. The League feels that if it can set 
up teams of lenders, building experts and 
realtors to rehabilitate a small section of 


Teachers’ guide to new film 


Teacher’s Guide ; 
“Where the heart is” 


A Film produced by 
UNITED STATES SAVINGS AND LOAN LEAGUE - CHICAGO 
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some cities, it can show what can be done 
with a little time, money and effort. 
Home credit outlook. In their state- 
ments appraising the home credit outlook 
for 1954, President Clements and Nor- 
man Strunk, executive vice-president of 


the League, said that American families | 


planning to buy or build homes in 1954 
will find the prospects for home credit 
more favorable than they were in 1953. 
Both speakers emphasized that the more 
favorable market stems from the decision 
by the National Administration to “ease 
up” on credit, at least for a while. 

The greater supply of mortgage money, 
they said, means advantages for the 1954 
prospective home buyer. For the veterans, 
GI loans vill be easier to obtain in many 
areas than they were during 1953. The 
non-veteran will find more lending in- 
stitutions competing for his business and 
in some cases he will obtain a loan with 
a slightly lower interest rate than in 
1953. 

Richard A. Booth, of Springfield, Mas- 
sachusetts, president of the National As- 
sociation of Mutual Savings Banks, 
placed the blame for the unsettled condi- 
tions of the home mortgage market late 
last summer on the under development of 
thrift in certain areas of the country. In 
those areas of the country, he said, where 
thrift and specialized savings institutions 
are more highly developed there has been 
no real shortage. 

Subsidized housing in England. A spe- 
cial guest speaker to the convention was 
Hubert Newton, of Leek, Staffordshire, 
chairman of the Building Societies Asso- 
cition of England. Mr. Newton told the 
delegates that savings of the English peo- 
ple must be increased if the steady ex- 
pansion of government-subsidized hous- 
ing in his country is to be halted. Hous- 
ing subsidies in England, he said, have 
reached the point where a “subsidy alone 
on a small flat costs the community a 
great deal more than the cost of building 
a family house.” The actual cost of Ex- 
chequer subsidies each year since 1946, 
he continued, has risen steeply from 
172,000 pounds to 18 million pounds. To 
counteract any further extension of this 
costly public housing program, Mr. New- 
ton asserted that British building socie- 
ties must “facilitate private housing,” 
and to do this, they must attract a larger 
share of savings from lower-income 
groups. 

New film featured. A highlight of the 


convention was the premiere showing of | 








the League’s new color-sound movie, en- | 
titled, “Where the Heart Is.” A year and | 


a half in production and employing top 
flight professional talent, the film is a 
warm human interest story that explains 
the operation and importance of a sav- 
ings and loan association in the life of a 
community and the life of a family. Fol- 
lowing the showing at the convention; 
the film was started on “runs” all over 
the country under the sponsorship of in- 
dividual saving associations. 

League’s new officers. In general ses- 
sion, Ralph R. Crosby, 1953 vice-presi- 
dent, was elected the new president of 
the League for 1954, succeeding Mr. 
Clements. Mr. Crosby is president of the 
Old Colony Cooperative Bank, Provi- 
dence, Rhode Island. J. Howard Edger- 
ton, president of the California Federal 
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Like to have 


24 offices 


in Philadelphia ? 


That’s how many represent you here when 
you’re a member of our correspondent family. 
The 24 offices of The Pennsylvania Company 
give you fuller coverage than any other bank 


in town. 


The number 24 is important in other ways, too. 
Our transit operations go around the clock, 24 
hours a day. As a correspondent you'll enjoy 
other top-notch service features like speedy air 
mail check clearance with direct sendings to 
our own correspondents in all principal cities 
of U.S., and access to one of the city’s largest 
credit files. You'll be pleased, too, with the 


efficiency of our securities transactions. 


We'd like to welcome you to our correspondent 


family soon. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System . Federal Deposit Insurance Corporation 
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Officers quarters, left, and “civic room,” right, in new home of the First National, Grand Prairie, Texas 


An air of informality dominates these beautifully furnished bank rooms 


Savings & Loan Association in Los An- 
geles, was elected the new vice-president. 
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Accent on Service 

In 1947 the First National Bank in 
Grand Prairie, Texas, opened with re- 
sources of $200,000; in June, 1953 it had 
5,000 customers and total resources of 
nearly $5 million. The bank attributes 
its success to an accent placed on public 
service from the beginning. This ‘‘accent” 
is clearly seen in the bank’s recently 
completed new banking quarters, where- 
in many innovations were made. 


No USE 
LOOKING, 


OSCAR we YOU 


CAN'T SEF MY 
(. PAYCHECK 


Zz THR0uGn THIS 


‘OUTLOOK’ 
ENVELOPE! 









PAYCHECK “OUTLOOK” 
ENVELOPES 


Eliminate Time and Expense of 
Addressing, also chances for Errors 


Paycheck "Outlook" Envelopes are ab- 
solutely opaque; essential when wages 
are paid by check. 
Nothing shows but the 








improves personnel re- 
lations. 


Send for Samples 
and Prices Today 
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Unique teller windows. The teller win- 
dows are uniquely constructed in a way 
that is attractive and provides customer 
privacy (see below). Marble deal plates 
and base accent the walnut fixtures in 
the main banking room, which is floored 
with quarry tile. Planter boxes between 
the windows and on the check desks add 
warmth and friendliness to the lobby. 

Comfortable waiting place. Walnut 
and leather couches separate the lobby 
from the officers quarters. This arrange- 
ment provides a comfortable waiting 
place for customers and adds an air of 
informality. Directly behind the officers 
quarters is the president’s office which 
looks out over the main room and affords 
a view of all the bank’s operations. 
Adjoining these offices is a conference 
room which may be used by anyone 
regardless of whether or not he is a bank 
customer. An illusion drape screens these 
quarters from the street and is opened 


| only after banking hours. 





employee's name. This | 


“The First National Room.” A special 
meeting place with a seating capacity 
of 50 people for civic organizations is 
found in a beautifully furnished and 
decorated section called “The First Na- 
tional Room.” It has its own entrance 
from the parking lot and can easily be 
locked off from the bank proper when 
in use after banking hours. It also has 


its own air-conditioning and heating 
systems. The room is furnished with 
modern sectional furniture and is so 
designed that three separate conversa- 
tional groups may use it at the same 
time without disturbing one another. 
Adjoining this room is a fully-equipped 
kitchenette which may be used in connec- 
tion with meetings or civic parties. 
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Danish Posting Change 


The appearance of each new American 
Bankers Association publication has far- 
reaching effects. A recent example of 
this came to light with the announcement 
by the Danish bank, Den Danske Lands- 
mandsbank, that it was changing its 
Aalborg, Denmark, branch from hand- 
written passbooks to fully deferred post- 
ing on machines. 

The bank first became interested in 
the new operation several months ago 
after seeing a review of the Burroughs 
Clearing House on the A.B.A.’s new 
publication, “Fully Deferred Posting,” 
and obtaining a copy from the associ- 
ation. 

In making the change, the Danish bank 
sent all its depositors a specially devised 
folder that served the dual purpose of 
explaining the new operation, and as a 


Unique “privacy” tellers windows are a special feature 


Main banking room, First National, Grand Prairie 











Burroughs Clearing House 
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cover for the depositor’s monthly state- 
ments. 

Said the folder, “The advantage for 
our depositors of the new system will be 
quicker service at the cashier’s counter. 
We find it only natural that the necessary 
bookkeeping be done on the bank’s time; 
not while the customer is waiting.” 
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A.B.A. Credit Conference 
The advance program of the sixth 
National Credit Conference of the Amer- 
ican Bankers Association at the LaSalle 
Hotel, Chicago, January 25-27, was re- 
cently announced by Fred F. Florence, 
chairman of the A.B.A. credit policy 
commission, and president of the Re- 
public National Bank, Dallas, Texas. 
The program will include leaders in such 
diverse industries as utilities, automobile 
manufacture and retailing. They will 
join with speakers from government and 
finance to discuss the nation’s economic 
future as it will affect bank credit. 
From business and industry will come 
L. L. Colbert, president of the Chrysler 
Corporation; Fred Lazarus, Jr., president 
of Federated Department Stores, Inc.; 
Philip Sporn, president of the American 
Gas & Electric Company, and Walter 
E. Hoadley, Jr., economist of the 
Armstrong Cork Company. Kenton R. 
Cravens, administrator of the Recon- 
struction Finance Corporation, will rep- 
resent the government, and U. V. Wilcox, 
Washington correspondent for the Amer- 
ican Banker and_ editor-publisher of 
Washington Banktrends, will speak on 
the current scene in the nation’s capital. 
The bankers on the program will be 
headed by Everett D. Reese, president 
of the A.B.A., and also president of The 
Park National Bank of Newark, Ohio. 
More than 1,000 bank credit execu- 
tives from all parts of the country are 
scheduled to attend the meetings. 
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Inca Gold Display 

Eighty masterpieces of Inca gold- 
smith’s artistry, owned by the Banco 
de la Republica in Bogota, Columbia, 
are in the United States for exhibition 
in five major cities. Shipment of the 
$500,000 collection to this country 
brought about a modern overtone of the 
woe that plagued Spanish galleons 400 
years ago after the Conquistadores had 
seized Inca treasures and carried them 
off to Spain. 

For the initial exhibition of the gold 
art at Washington’s National Gallery of 
Art, beginning January 19, the Colum- 
bian Ambassador arranged for’ the 
precious cargo to be picked up by the 
U. S. battleship New Jersey, on its re- 
turn from a routine cruise. But the 
U. S. Navy did not escape the curse 
which has traditionally fallen upon 
armed vessels carrying Inca gold. Dur- 
ing its homeward passage through the 
Panama Canal, the huge battlewagon 
rammed a lock gate and had to be pried 
loose. 

The exhibit comes from the Museo de 
Oro (Museum of Gold), owned by the 
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SALES: For Copying Orders, Let- 
ters, Inquiries, Presentations 
Price Sheets, Etc. 









MANAGEMENT: For Copying 
Letters, Reports, Contracts, In- 
structions, Statistics, Etc. 


ENGINEERING: For Copying 
Drawings, Patents, Tracings, 
Specifications, Blue Prints, Etc. 


‘PHOTOCO 
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BOOKKEEPING: For Copying 
Work Sheets, Tax Returns, 
Checks, P & L Statements, Fi- 
nancial Records, Etc. 


MANUFACTURING: For Copying 
Schedules, Work Sheets, Control 
Sheets, Master Records, Inven- 
tory Records, Etc. 


SHIPPING: For Copying Re- 
ceipts, Claims, Freight Bills, 
_ Slips, Bills of Lading, 
te. 
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Systematic 


EVERY DEPARTMENT can use the Apeco Systematic Auto- 
Stat. This new all electric photocopying machine prints, proc- 
esses and dries automatically. It's fast—dry copies in less than 
45 seconds! It's convenient—fits on the corner of any desk... 
it’s ready for instant use! It’s easy—anyone can operate it! 
Saves up to 80% on copying jobs. Eliminates retyping, hand 
copying, checking or costly outside copying service. Makes 
legally accepted black and white or colored copies from any 
original up to 11” x 17”—printed on one or two sides. So low 
cost—a complete Apeco Systematic Auto-Stat installation is 
priced well within the budget of even the smallest firm. 


woTocoPY INFORMATION KITT 


Lifetime Guarantee 





git? 


American Photocopy Equipment Co. 
1920 W. Peterson, Chicago 26, Illinois Dept. BC-14 


RUSH ME NEW PHOTOCOPY INFORMATION KIT 
containing booklet on the Apeco Auto-Stat plus sepa- 
rate folders on copying tax returns, color copying and 
copying on preprinted forms. | understand this free 
photocopy kit shows how | can use the Apeco Auto-Stat 
in my business. 


» Name 





Firm 





Address 





City State 





In Canada: APECO OF CANADA, LTD., 134 PARK LAWN ROAD, TORONTO, ONT. 
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SHREDMASTER 


Shredding Machine 


quickly turns your confidential papers 

... Old records ... waste paper of all 

sorts... into se unreadable 

shreds, valuable only as packing material. 

ANYONE CAN USE—Quick, safe, easy op- 
eration! 

PERFECT FOR OFFICES—Silent, Clean, 
Dust-free, Compact! 

PAYS FOR ITSELF —Provides valuable 
packing material at no cost! 


For Your Office— 
Portable, Noiseless Desk Model 
Shown Here). 
Also Available— 
Table Models and Heavy Duty 
Models for Banks, Department Stores, 
Warehouses, Plants, etc. 


Write for Free Circular No. 1 
THE SHREDMASTER CORPORATION 
1102 Raymond Bivd. 

Newark 5, N. J. 
Opposite PRR Station 





Bogota bank. The collection is main- 
tained as silent testimony of the heights 
of artistry achieved by the aboriginal 
Incas prior to the coming of the white 
man. 

Following the exhibition in Washing- 
ton, the gold treasures will be shown at 
the Metropolitan Museum of Art in 
New York City, the Chicago Art Gal- 
lery, and also at art galleries in San 
Francisco and Los Angeles. 


Catering to the Kids 


A “bank day” in school run by the 
students without the help of teachers, 
a hydraulic life to raise the small fry 
up to a teller’s window, and a hobby 
horse in a bank’s lobby, are some of the 
ways three banks have been catering to 
the kids recently. 

Coupon savings book. A novel idea 
pioneered by the Franklin National 
Bank, Franklin Square, New York, is one 
whereby school students handle their 
savings deposits completely and without 
any help from teachers. 

A coupon book in 25¢c and 50c de- 
nominations, a “teller” for each class, 
and a drawstring school bank bag are 
used to carry on the plan. The student 
teller simply receives the deposit, stamps 
the coupon stub, and drops both money 
and coupons into the bank bag. The 
“tellers” then take the brightly colored 
bank bags to a central room where a 
representative of the bank picks them 
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“look boss — 


no hands!” 


MAILING MACHINE 


Do away with expensive hand labor ... costs come tum- 
bling down! Inserting & Mailing Machine executes all mailing 
operations. It gathers and inserts up to eight enclosures; seals 
envelope; meters postage or prints indicia; counts and stacks. 
Write for folder, Reducing Mailing Costs by 80%. 


INSERTING AND MAILING MACHINE CO. 


PHILLIPSBURG, NEW JERSEY 








INSERTS INTO ENVELOPE 


SEALS ENVELOPE 





PRINTS POSTAGE INDICIA COUNTS & STACKS 








Student “tellers” at work 


up, and leaves empty bags for the next 
week’s collection. 

There is no counting or tallying. The 
bank takes full responsibility for ac- 
curacy and even makes up any discrep- 
ancies as a normal business risk. 

Rising to the occasion. The First 
National Bank, Geneva, Illinois, was not 
at all surprised recently when it began 
to be visited by the “small fry” in large 
numbers. Word had “got around’ about 
the new hydraulic lift the bank had 
installed in front of one of the teller 
windows. 

The “tots” simply take a position in 
front of this window. The teller pushes 
a button and, “abracadabra,” up comes 
the boy or girl 
to teller’s eye 
level via a hy- 
draulic lift in- 
stalled in the 
floor. 

Cashier Emil 
Bergquist con- 
ceived the lift 
when a new 
building was 
being planned 
to replace the 
old one de- 
stroyed by fire. 
When inquiry 
disclosed that 
no contraption 
such as he had 
in mind ex- 
isted, he took 
his problem to 
two engineer- 
ing firms. 

The result is shown in the accom- 
panying photo. Cashier Bergquist has 
just lifted Master Charles, grandson of 
the bank’s president, William C. Wood. 
A collapsible metal skirt around the 
edge of the lift prevents toe injuries. 

Footnote: There have been more de- 
posits on the bank’s books since the 
“word got around.” 

Ask him about fun. Just ask any 
1-to-7-year-old how much fun, legitimate 
fun that is, there is in a bustling bank 
lobby! If the lobby happens to have a 
bright, springy hobby horse, as does the 
Hills (Iowa) Bank and Trust Company, 
his answer may be quite different than 
it would be otherwise. 

“Youngsters really go for our hobby 
horse,” says T. R. James, cashier of the 
Hills Bank. “We have much favorable 
comment on this innovation and find it 


Hydraulic lift 
Abracadabra 


Burroughs Clearing House 





























While mother is busy 


fills a very definite need. We recommend 
the idea to our banking friends. 


Marital Deduction Problem 


In a total of 1,202 estates, only 5 per 
cent were caused administration diffi- 


culties by the marital deduction. Of | 


699 estates in which the Federal Estate 
Tax audit had been completed, the 
marital deduction, as such, had caused 
audit difficulties in only 3.4 per cent of 
the cases. 

These findings were recently reported 
by Robert M. Lovell, vice-president of 
The Hanover Bank, New York City, to 
the New York State Bar Association as 
a result of summarizing the experiences 
of thirty-six leading trust companies 
from all sections of the country. The 
survey could only show, Mr. Lovell con- 
cluded, that the marital deduction has 
complicated the administration of estates 
much less than had been generally an- 
ticipated. 

Allocation problems. The survey 
showed further that administrative prob- 
lems are most likely to arise in estates 
in which the spouse receives a legacy 
measured by the marital deduction 
formula and the residue goes to others. 

This situation, Mr. Lovell said, invites 
difficulties in allocating income and ap- 
portioning profits and losses. Twenty- 
four out of 30 trust men expressed a 
preference for a formula clause which 
measures a fractional share of the resi- 
due, rather than one which fixes the 
dollar amount of a legacy. These trust 
men pointed out that when a widow 
receives a share, allocation problems are 
avoided. 

Advantage of postponement. Discuss- 
ing estate planning, Mr. Lovell said he 
believed that most estate planners are 
guilty of fallacious reasoning in con- 
sidering whether their clients should use 
the maximum marital deduction. The 
planners, he explained, are likely to 
make a series of computations which first 
determine how much tax will occur when 
the man dies. They then add the taxes 
payable when the wife subsequently 
dies, and proceed to recommend the plan 
which results in the lowest cost for two 
transfers. The fallacy in that procedure, 
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... the Todd Imprinter System that cuts 
mis-sorts 85%...shortens training 
periods and saves employee time. 


Bankers who installed the Todd Imprinter 
because their customers like imprinted checks 
now find a marked improvement in their internal 
operations. 

With 100% imprinted checks, employees 
are able to reduce sorting errors by 85%...cut 
sorting time in half and shorten training periods 
for central proof machine operators by 20%. 

To get all the facts about the Todd Imprinter 
—and the unique Todd Sort-O-Namic System, 


mail the coupon today. 
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| THE TODD COMPANY, Inc., Dept. BCH 
Rochester 3, New York 
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University branch, The Bronx Savings Bank, 


New York, N. Y 








uo 






























































Og 
Pe eon 
art 7 4 
TTT | 
a = 
“Fi 
ara esseeeesre i ——- 


























Willetta branch, Valley National Bank, Phoenix, Ariz. 


declared Mr. Lovell, is that it gives no 
weight to the most important advantage 
of the marital deduction. That is the ad- 
vantage of postponing more than half 
of the husband’s tax until the widow dies. 
In most cases, the advantage of post- 
ponement far outweighs the tax saving 
to be achieved by dividing the property 
so that approximately half is taxed on 
the occasion of each death. 
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Bank Building Projects 

As the year 1954 opens, forecasts 
bearing on our economic future come 
from all sides. But the confidence placed 
by the banking industry in the country’s 
future is clearly reflected in the indus- 
try’s present-day expansion and mod- 
ernization programs. These _ projects 
range in size up to millions of dollars. 
A few of them are illustrated by the 
architectural renderings and scale model 
shown on this page. 

$12 million allocation. More than $12 
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million have been allocated by the Bank 
of America for a program of new build- 
ings and improved facilities during the 
next year and a half. Already planned 
are construction jobs for 86 of the bank’s 
branches, while 45 more projects are 
under contemplation. The average cost 
per unit is estimated at $141,000, with 
the 86 projects ranging from a $10,000 
enlargement of a branch to a $475,000 
new building now under construction. 

Distinctive facade. The construction 
of a third branch of The Bronx Savings 
Bank, New York, is expected to be com- 
pleted by July of this year. When 
finished it will represent a_ one-half 
million dollar investment. Every modern 
banking device will be incorporated to 
provide effective service to upwards of 
50,000 accounts. An unusually large 
window measuring 34’ wide by 22’ high 
will form a part of the bank’s facade, and 
will permit an unobstructed view of the 
entire banking room. 

Size doubled. Plans of The Anglo 
California National Bank of San Fran- 

















Muskegon Heights branch, Hackley Union National, 
Muskegon, Mich. 


Banking’s confidence in future is reflected in these plans for bigger, better quarters 


cisco, call for the complete remodelling 
of its branch office at Red Bluff inside 
and out, and the addition of a second 
story and basement. The improvements 
will double the present area, giving some 
9,200 square feet of space. 

Outer walls of glass. The outer walls of 
the new $100,000 quarters of the Broad- 
way National Bank, Quincy, Illinois, will 
be principally of glass. The structure 
will increase the main banking area to 
approximately four times its present 
size. An innovation will be an automobile 
teller’s booth near one end. 

Large auto space. Provisions were 
made at the newly remodelled Muskegon 
Heights office of the Hackley Union 
National Bank, Muskegon, Michigan, to 
include 17,000 square feet of auto bank- 
ing and parking facilities. A new modern 
front of Indiana limestone and stainless 
steel will replace the old facade. Ten 
tellers cages built of steel will be pro- 
vided, and the present lobby space will 
be more than doubled. 


Survey prompted move. The United 


Burroughs Clearing House 
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THE ROYAL BANK 


OF CANADA 


Head Office, Montreal 


JAMES MUIR 
President 
T. H. ATKINSON 
General Manager 





Condensed Annual Statement 
as on 30th November, 1953 





ASSETS 


Cash, checks and balances with other banks .............0805. $ 600,920,111.74 
Government and other public securities, not exceeding . 

I io oe nia ie eee sat itil whee e bai q bie 972,141,264.96 
Other securities, not exceeding market value ................. 101,301,756.80 
Pl \ . culudh snk been bad eth ew rew ded waded debe a chien 149,280,473.79 
A a ee ee Te re 994,865,750.13 
Liabilities of customers under letters of credit ................ 51,213,786.75 
ET ES aoc nb die eeKhe eds COST Rb eee bbhab en eseeatentnes 26,133,044.99 





$2,895,856,189.16 








LIABILITIES 


Capital, reserve and undivided profits ............cccceccccees $ 108,299,175.62 
ee I bins. 5405.48 RASC OU abn eNh hed eA ekkeabewan 83,335.04 
I AD ile ie tants Siena ike 4ce SOE MEE daw aed Cais 2,734,644,076.93 
RaCeS- OE COREE GUGINO no 5.00 cc nidccnnscnsdavecesetevenes 51,213,786.75 
NE SE idnuhacewsensdhensbhudadden Dides teradwebenn 1,615,814.82 





$2,895,856, 189.16 











Over 790 Branches 


IN CANADA, ARGENTINA, BRAZIL, BRITISH GUIANA, BRITISH HONDURAS, 

COLOMBIA, PERU, URUGUAY, VENEZUELA, CUBA, HAITI, PUERTO RICO, 

‘DOMINICAN REPUBLIC, BRITISH WEST INDIES. OFFICES IN NEW YORK, 
LONDON AND PARIS. CORRESPONDENTS THE WORLD OVER. 


London Branches 
6 Lothbury, E.C. 2 2 Cockspur S. W.1 
Auxiliary in France 
THE ROYAL BANK OF CANADA (FRANCE) 
Paris 





NEW YORK AGENCY JOSEPH W. GANANN 
68 William Street WALTER H. SHARPE 
Agents 
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States National Bank, Denver, Colorado, 
decided to move to a new location after 
employing a university’s research bureau 
to make a sample survey among present 
customers of the U. S. National and 
other banks. Three out of every four 
persons surveyed believed that in terms 
of the U. S. National’s ability to serve 
the banking needs of Denver, the move 
to the new location would be wise. 
Accordingly, sometime this year the bank 
will redesign and reface the Sears Roe- 
buck and Company building, converting 
it to a new and modern building, com- 
pletely air conditioned and specifically 
designed for modern banking purposes. 
One of the unique features will be the 
use of substantial glass on one wall to 
permit customers and employees to view 
an adjacent landscaped plaza. 

Southwestern contemporary design. At 
a cost of $250,000, the Valley National 
Bank, Phoenix, Arizona, has planned 
the construction of a strikingly designed 
new bank quarters for its Willetta office. 
Of masonry construction the building 
will follow contemporary-functional lines 
in its architectural style embodying a 
southwestern approach to meet local 
climatic needs by the use of wide, over- 
hanging edges and protected glass areas. 
On the exterior, use will be made of 
properly related multi-mass units with 
walls accentuated by norman brick and 
fluted steel facing materials. Planting 
areas will go all around the new build- 
ing, accentuating the saw-tooth construc- 
tion of one side and giving charm and 
warmth to the other sides. 


e e ° 


School Surveys 


The results of two interesting surveys 
made among school children were re- 
cently announced, one by the vice-presi- 
dent and cashier of The Lee County 
Bank, Fort Myers, Florida, and the other 








Distributed to Florida students 


by the Washington Heights Federal 
Savings and Loan Association, Manhat- 
tan, New York. 

General knowledge survey, The survey 
of Vice-President Joseph Ansley of the 
Lee County Bank was made among 6,716 
high school students and 213 high school 
teachers, and covered their general 
knowledge of banking. 

Some interesting highlights of this 
survey were: 1,376 of the students con- 
sidered bankers less than friendly; only 
3,467 thought that bankers have the 
welfare of their customers in mind; 
2,608 did not think that banking is a 
specialized profession requiring hard 
work and training; and as a vocation 
preference, only 230 scored banking in 











92 Years... 67 Branches 


in South and Central America, 
England, France, 
Portugal and Spain 


Complete International Banking Service 
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first place, 331 in second place. 

The survey also showed considerable 
misconception concerning ownership of 
banks: 4,801 thought that national banks 
are owned by the Federal government; 
4,717 believed that state banks are 
owned by the state governments. Sig- 
nificantly, 2,941 thought that all banks 
should be owned by the Federal govern- 
ment, whereas only 1,710 believed they 
should be owned by stockholders. 

Among the teachers, 30 thought bank- 
ers were “lukewarm;” 16 thought they 
“think of profits only;’’ 10 thought bank- 
ing was an “average kind of job.” In 
answer to the question as to who should 
own the banks, 25 teachers said the 
Federal government should; 3, the state; 
4, “big corporations;” and 165, “‘local 
individual stockholders.” Thirteen teach- 
ers said they “didn’t know’ who should 
own the banks. 

New high school text. Shortly aftcr 
this survey was made, the Florida Bank- 
ers Association began its distribution of 
a new textbook on banking to every high 
school senior and every high school 
teacher in Florida. 

Two years ago the public relaticns 
committee of the F.B.A. reviewed all 
textbooks being used in Florida high 
schools and came to the conclusion that 
there was almost complete inadequacy 
of content relating to finance, banking 
and related subjects. As a result the new 
book was prepared, with the cooperation 
of the University of Florida. 

The book traces the history of bank- 
ing down to its present status, describes 
bank services and tells how to use them. 
Many special projects are suggested to 
aid in learning about banking. These 
include the use of a bibliography for 
reading material, bank tours, dramatiza- 
tions, contests, student and committee 
reporting, and the application of mathe- 
matical concepts and skills. 

Savings habit survey. The survey of 
the Washington Heights Federal Savings 
and Loan Association was conducted 
by the Gilbert Youth Research Organi- 
zation and covered 3,620 grade school 
children in greater New York. 

The survey showed that an estimated 
$150,000 per week is saved by the 1,- 
600,000 sub-teenagers of greater New 
York and that one in five youngsters 
between 6 and 11 years have already de- 
veloped the habit of saving regularly. 
Typical of this inflation era, however, 
more than 20 per cent of the children 
revealed they had no use for a penny, 
and nearly 2 per cent looked with scorn 
upon even the nickel. 

The greatest majority of the young 
people were shown to save between 25 
and 50 cents a week, representing for 
the 6-11 age bracket in the New York 
area a potential savings total of three 
quarters of a million dollars per week. 
Comparable savings figures for this age 
group were not available for the rest 
of the country, but the research group 
pointed out that studies of the teen-age 
market ona national basis disclose that 
regular saving is practiced by a slightly 
larger percentage of young people, 23.4 
per cent, throughout the rest of the 
country, although this percentage varies 
considerably with locality. 
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This man can 
put all of our 


specialists to work 








This man is from our Division F — that’s the part of 
our Commercial Department that serves correspondent 
banks. What he can bring you is the greatest body of 
specialized information on industry available anywhere. 
And here’s the reason. 

Our Divisional setup is unique among banks. We 
have ten Divisions. The lending officers of each Divi- 
sion serve a relatively small group of basic industries. 
Instead of serving a geographical territory (the common 
practice) they concentrate exclusively on the industries 
assigned to the Division. 

The result of this kind of organization is highly spe- 
cialized information of industry after industry. It is 


I 


acquired not merely from printed information, but by 
supplementary travel in the field to get intimate, first- 
hand knowledge of trends and practices. The ten 
Divisions cover all industry. 

The services of each and all of these Divisions are 
available to our correspondents through our Division F, 
which specializes in bringing what our other specialists 
have learned+to you. 

This is, of course, only one of our many correspond- 
ent services. They are too many to detail here. Some 
of them are exclusive with The First. Why not let us 
tell you about them? Just ask us to have “the man 
from The First’’ call on you—at your convenience. 


Epwarp E. Brown, Chairman of the Board 


James B. Forcan, Vice-Chairman 


Harotp V. Ampere, Vice-President 
Gaytorp A. FREEMAN, Jr., Vice-President 


Homer J. Livincston, President 


Water M. Heymann, Vice-President 


Huco A. AnpeErson, Vice-President 
HERBERT P. Snyper, Vice-President 


& The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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By Thomas E. Risso 


Flying Messenger Service Expedites Check Clearings 


Assistant Vice-President in charge of San Francisco Central Office, 
S.A., San Francisco, California 








To expedite the clearing of checks, a 
flying messenger service by night be- 
tween San Francisco and Los Angeles 
is operated by the Bank of America. 
This flying service has proved very suc- 
cessful in speeding up the collection of 
items and reducing the amount of float 
outstanding by a substantial sum. 

The “flyingest” messenger. The flying 
courier who makes this nightly round- 
trip of 800 miles, five nights a week, is 
Gordon Olson. According to airlines 
officials, he is the world’s ‘“‘flyingest’’ 
messenger. He has flown more than 
500,000 miles in making the round trip 
flight to Los Angeles 

A carefully timed and well coordin- 
ated schedule is necessary to make these 
trips smoothly without a break. After 
the close of the day’s business the 
checks to be cleared from San Fran- 
cisco are assembled at our San Francisco 
Central office and packed in asbestos- 
lined crash-proof bags. These locked bags 


are delivered by a bank messenger and 
checked at the United Airlines offices. 

Journey begins. Mr. Olson’s tour of 
duty begins about 9 p.m., when most 
of the bank staff are settling back in 
easy chairs. He arrives at United Air- 
lines offices, picks up the bags of checks 
and receipts for them. Then he boards 
an airlines limousine for a half hour 
ride down the Peninsula to the San 
Francisco International Airport to catch 
Flight 672. 

Just before midnight the plane lands 
him at the Los Angeles International 
Airport. Formerly it was necessary for 
Mr. Olson to make a midnight dash to 
Los Angeles Central Office, then take a 
fast ride across town to another airport. 
This connection has been changed in 
favor of one which allows a wider time 
margin to catch the return plane. Now- 
adays a bank messenger from Los Ange- 
les Central Office meets Mr. Olson upon 
arrival at the airport. 


The return flight. Mr. Olson exchanges 
the bags of checks in his custody for 
those from Los Angeles to be delivered 
in San Francisco. At 1:10 a.m., he 
boards a DC-3, the only flight that can 
land him back in time for the opening 
of business. 

From the San Francisco airport he 
returns with his cargo in a limousine to 
United Airlines offices in downtown San 
Francisco. His next step is to telephone 
his arrival there to our San Francisco 
Central Office. The mail room, open 
since 4 a.m., sends a bank messenger 
in-a bank car to bring him down. As 
the big clock in the mail room records 
5:45 a.m., Mr. Olson turns in his bags 
of checks and signs off. 

In more than two and a half years, 
Mr. Olson has missed only one flight— 
to take time out for a broken arm. Fly- 
ing, he says, affords opportunity to meet 
interesting air travelers. 


Bank of America’s flying “courier,”’ Gordon Olson, makes 800-mile check clearing trip nightly 


opm... 


LIMOUSINE 


FOR 


UNITED 


LINES 





1:10 a.m. . 





. check bags exchanged, he begins return flight 


a 30-minute ride to San Francisco’s International Airport 





10 p.m... 





airborne, headed for Los Angeles 





5:45 a.m. .. Home again, Mr. Olson turns in his bags of checks and signs off 
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A Community Celebration 


Assistant Vice-President, Bishop 


By N. F. Banfield 


as a Bank Good-Will Builder 


National Bank of Hawaii at Honolulu 








Aloha Week in Hawaii! A time to 
decorate the City of Honolulu with 
tropical flowers and to rope off the down- 
town streets for entertainment and danc- 
ing during the lunch hour. A time for 
women to wear colorful, ankle-length 
mother hubbards called “‘muumuus,” and 
the men to wear bright aloha shirts. A 
time to shower the passengers arriving 
aboard ocean and air liners with thou- 
sands of orchids. A time to make flower- 
arranging, picturesque Hawaiian art, 
and old Island customs into interesting 
programs and displays. 

Aloha Week was started in 1947 and 
has become an annual affair celebrated 
enthusiastically by the whole community. 
And it has offered the Bishop National 
Bank of Hawaii at Honolulu a unique 
opportunity for a real community rela- 
tions project. Four years ago, the bank 
decided to enter into the spirit of Aloha 
Week by decorating the main floor of its 
building with displays of greenery and 
exhibits of Hawaiian culture. Volunteer 
workers among the employees of the 
bank produced some enchanting floral 
arrangements and placed them around 
the lobby. Crowds of people came to see 
the exhibits that year, even more came 
the next year. In 1952 the project ex- 
panded considerably when all depart- 
ments of the bank also made up in- 
dividual displays, and a committee was 
selected to judge the results. Prize rib- 
bons and cash awards went to the win- 
ning departments. 

Last year Aloha Week was from Oc- 
tober 18th through the 24th. Prepara- 
tions for each department’s display went 
ahead secretly for a month in advance. 
The weekend preceding Aloha Week 











Coconut hat-tree arrangements 
Each department has display 


hundreds of employees worked Saturday 
afternoon and late into Sunday night to 
create displays which they hoped would 
outdo every other department. 

On Monday so many visitors streamed 
into the lobby the first day that bank of- 
ficials decided to remain open an addi- 
tional hour throughout the week, instead 
of closing at the customary time. The 
flow of people continued unabated during 
the whole week, and though no effort was 
made to keep track of the number of 
visitors, the total has been estimated at 


at somewhere around 10,000. 

Camera fans found the bank a photog- 
rapher’s paradise, and flash bulbs were 
constantly going off. It was a chance of 
a lifetime for tourists to see and record 
authentic displays of Hawaiian culture, 
interesting flower arrangements and the 
use of tropical greenery in decorating. 
A number of civilian and military digni- 
taries, including the Governor of the 
Territory, Samuel Wilder King, and 
Admiral Felix B. Stump, Commander-in- 
Chief of the United States Pacific Fleet, 
made special visits to the bank. 

Ray Coll, Jr., widely-read Honolulu 
newspaper columnist wrote, “Have you 
seen the Aloha Week exhibit at Bishop 
National Bank? It’s the finest thing that 
has ever been done in this line since 
Aloha Week started in 1947. It’s quite 
a sight for tourists as well as Kamaainas 
(old-time Island residents), and the 
amateur photographers have been busy 
crowding the bank for pictures.” 

Participation in Aloha Week by the 
Bishop National Bank demonstrates how 
a project can be an outstanding success 
from both the viewpoint of the general 
public and the staff. Favorable word-of- 
mouth comments and extensive news 
coverage of the bank displays by all 
Honolulu newspapers were proof that 
the public was interested and pleased. 

In summary, by performing a public 
service to the whole community, the 
Bishop National Bank gained valuable 
recognition as a good citizen. Flower ar- 
rangements and cultural displays of old 
Hawaii during Aloha Week have thus 
become an important means for building 
the prestige of Hawaii’s oldest and larg- 
est bank. 


Bishop National during Aloha Week becomes a veritable museum of Hawaiian culture and history 


Personnel office, mass of greenery 
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Exchange department, transformed into a traditional grass hut 
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Let Continental Illinois 


Collection Service 


save you time, money, and costly detail work 


By sending your collection items to us—whether 
payable in Chicago or elsewhere—you can save 
yourself work and expense. 


Picked up at the post office on arrival, Chicago 
items are presented on the same day, or the 
drawee is notified. Out-of-town items are for- 
warded by fastest available means. 


Your record work is simplified by listing your 
collection items on one letter to us. You avoid 
handling remittance checks. You save postage. 
We do the tracing. Float is reduced to a mini- 
mum because we usually receive Chicago funds 
in settlement. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LaSalle, Jackson, Clark and Quincy Streets 
LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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Second year class in “Managing the Bank’s Resources.” Dr. Kidner, instructor, is in foreground 


Officer training course covers three years, and is at university post graduate level 


FOR YOUNGER BANK OFFICERS 
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A big problem in banking is development of management 
replacements. San Francisco has this promising answer 


By 
LLOYD E. GRAYBIEL 


Vice-President, Public Relations, 
American Trust Company, San Fran- 
cisco 20. California, and Chairman, 
Advisory Committee for Bank Man- 
agement Program 


WO years ago the banks in San 
Francisco began pioneering in the 
development of a three-year train- 
ing program in bank management at 
top levels for younger officers, in co- 
operation with University Extension, 
University of California, and the San 
Francisco Chapter, American Institute 
of Banking. 
Today this project is no longer con- 
sidered an educational experiment but 
has definitely established its place as 
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Senior class member Charles E. Thom- 
as, assistant vice-president, The San 
Francisco Bank 


Plenty of home work, too 


a successful training program for 
executive development. Three classes 
with a total enrollment of 78 students 
are now in successful operation: The 
third year or “senior” class which will 
be ready for graduation next May; the 
second year or “junior” class which be- 
gan a year ago, and the first year group 
which started the first semester last 
September. 

This bank executive training pro- 
gram is not intended to compete in any 
way with the work offered by the Grad- 
uate School of Banking at Rutgers 
University, the Pacific Coast Banking 
School at the University of Washing- 
ton, Seattle, or the advanced courses 
of the American Institute of Banking, 
but has been planned to supplement the 
excellent educational facilities offered 
by these fine institutions. 
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This program occupies a new place 
in the bank educational field. We began 
by reviewing very thoroughly the com- 
plete coverage offered by the A.I.B. 
It was obvious that the junior execu- 
tives already had the benefit of the ad- 
vanced courses of the A.I.B., or the 
equivalent, and we started from there. 
We found that in the schools of 
business administration at Stanford 
and Harvard, the student must have 
his degree before taking advanced 
banking. At University of California, 
although the undergraduate may take 
some work in banking and finance in 
studying for his bachelor’s degree, he 
can’t begin to specialize in this field 
until he begins on the graduate level. 
As the younger officers at which the 
project is beamed are men of maturity 
and experience, we decided this pro- 
gram should be set at the level of 
post graduate work in the university 
schools of business administration. 


N methods we are also following 
this university post graduate tech- 

nique, in holding frequent meetings 
with an interval in between for study 
and research. Each semester provides 
adequate opportunity for extensive 
study assignments and frequent per- 
sonal guidance. 

This project had its inception when 
Dr. Thomas N. Barrows, Associate Di- 
rector of University Extension, Uni- 
versity of California, and Milton H. 
Esberg, Jr., Public Relations Counsel 
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Hard-working advisory committee responsible for study program* 


All the San Francisco banks joined in sponsoring the project 


for University Extension, called early 
in 1951 upon the late Edwin V. Krick, 
long-time senior vice-president and 
cashier of American Trust Company, 
who was also a former president of 
San Francisco Chapter of A.I.B. and a 
past national president of the Insti- 
tute. Dr. Barrows explained how Uni- 
versity Extension was interested in 
developing university instruction for 
various phases of business and indus- 
try. 

“Ed” Krick had long believed that 
some way should be developed so that 
more of the younger officers could be 
given advanced training in bank man- 
agement. Under existing conditions the 


Cooperation of the University of California and the A.I.B. 


San Francisco banks could spare only 
a few men each year to send away to 
the university banking schools. The 
proposal suggesting the facilities of 
University Extension meant that addi- 
tional students, larger groups of se- 
lected junior officers, could be given 
bank management training each year 
at the university level right here at 
home, without interfering with their 
regular bank duties. 

Next Mr. Krick called a meeting of 


*Left to right: Mr. Graybiel, Dr. Ira 
Cross, Milton H. Esberg, Jr., William M. 
Brady, Dr. Frank L. Kidner, Dr. George C. 
Halverson, O. E. Reddington, Dr. Donald 
R. Hodgman, F. Gustafson, Jr., Ralph H. 
Morrill, J. Philip Nathan, Alfred J. May- 
man, R. L. Wallace. 
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Folder describing study program, and first pages of the course outliy listing 


THE ROLE OF BANKING IN THE AMERICAN ECONOMY 





. Opening lecture - an introduction to money. 


—] 


. What is money? 


. The functions of money. 
. Some brief observations on money economic activity 


. Kinds of money. 


aA wt > 


. The structure of the money supply in the United States 


lM. Sources of money. 


A. Currency and coin. 

B. The creation of deposits. 

C. The banking system and the individua) bank. 

D. The balance sheet of an individual bank. 

E. The balance sheet of the banking system as a whole contrasted with the 
balance sheet for an individual bank. Emphasize importance of loans 


and investments in relation to deposits. 


IV. Reserves: their sources and use as a control, 


A. Gold as the limiting factor. 

B. Other factors affecting commercial bank reserves. 

C. Demonstrate how these factors work from weekly statement. 
D 


. The use of reserve requirements as a control. 


<* 


. Sources of money supply and its control. 


A. The sources of money supply. 
B. Control of money supply. 








HUMAN RELATIONS IN BANKING 





I. Determinants of Behavior 


the problem of perception, and the formation of attitudes. 


tl. Basic Principles Applied 


I. Specific Applications to Banking 


A. Dealing with subordinates. 
Leadership 


Communications. 


LE 


Dealing with customers. 


cI 


Modifying behavior. 


™ 


Community relations in banking. 


a 


experiences. 
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An integrated and coherent framework of psychological theory as background | 
for dealing with human relations problems. Covers such topics as motiva- 


tion, the problem of learning, circumstances under which behavior changes 


Panel meetings devoted to developing human relations problems arising in 


banking. Also a session on personality variables relevant to these problems 


. Resume--an unstructured session on topics growing out of the stydent+' 
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Member of the senior class, with the instructor, Dr. Cutler, seated at far right 


“Students” of the executive training course are hand-picked by the banks as potential leaders 


top executives of the San Francisco 
banks. During recent years these in- 
stitutions have been expanding to keep 
pace with the phenomenal population 
and industrial growth of California. 
Changes in the economic life of this 
country since World War II have 
brought many new and complex prob- 
lems to bank management, along with 
highly complicated procedures and gov- 
ernment regulations. These executives 
felt that younger officers should be 
trained to deal with these conditions, 
and that the chief objectives of the 
training program should be: To create 
a reservoir of trained people, promo- 
tive material, equipped to move into 


has made the plan possible 


listing the topics covered 


MANAGING THE BANK'S RESOURCES 





PartI: The Banks and the Regulatory Agencies 


Sept. 22: A. Organization and Description of Course 


fa) brief review of monetary policy 
(>) monetary policy as contrasted with bank supervision 


1H] 
(1) The regulation of the money supply i} 
(c) National banks, State banks 


fa) Chandler, Lester V. Economics of Money and Banking, 
Chapters 2, 10, 11, 17 


Assigned Reading iit 
Recommended Reading 
fa) Steiner and Shapiro, Money and Banking,Chapters 6, 14,15 


Sept B. Bank Supervision 
{1) The Agencies | 
(a) Comptroller of the Currency 
{b) California State Superintendent of Banks 
{c) Federal Reserve 
(d) FD.1LC. 
(2) The criteria employed by supervisory agencies | 
} 
(3) The purposes sought by supervisory agencies 


Recommended Reading 
{a) Whittlesey, Charles R. Readings in Money and Banking, 
Chapters 11 and 12 | 





\ 
fo) Federal Reserve System: Its Purposes and Functions 





Oct. 6 The Supervisory Agencies | 


Part vurces and Uses of Funds by Commercial Banks—A Preliminary View 





Oct. 13: 4. Sources of Funds 


(1) The capital accounts 

(2) Demand deposits 

{3) Time deposits 

(4) Borrowings and other liabilities 
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positions on the top management level, 
and to enable those men who complete 
the course to function more effectively 
in their present work as bank officers. 
All the San Francisco banks joined 
in sponsoring this project. Out of that 
meeting grew the advisory committee 
which has planned and developed the 
three-year study program. Our com- 
mittee has had to build this program 
from the ground up, because there was 
no exact pattern which could be fol- 
lowed. It meant building it up step by 
step, dividing the various problems 
among sub-committees. The program is 
still in the testing stage, as we are 
reviewing the courses as we go along, 
changing them where circumstances 
indicate room for improvement. 


HE requirements are rigorous, 
with outside study assignments 
throughout the course and supplemen- 
tary reading. We have insisted on set- 
ting up high standards, as nearly as 
Wwe can approximate them at the uni- 
versity post graduate level. As this is 
a pioneering operation, we also wanted 
to develop a study pattern which could 
be adopted by banks in other large 
cities where colleges or universities 
have courses in economics and finance. 
Admission to these classes is not 
thrown wide open to eager applicants. 
Instead, it is a careful selection of 
younger officers, men who are on the 
way up, screened and chosen by the 
personnel department and the manage- 
ment of the participating banks, and 
accepted by University Extension. 
Each student has a background of 
some 15 years or more of banking ex- 
perience. Those who could not be in- 
cluded in the first class were placed on 
a waiting list for the next one. 
The class limit for each year has 


been fixed at approximately 25 stu- 
dents. No bank may enroll more than 
four students in one class. Three of the 
branch banking systems send four men 
each year. The limit for last year’s 
class was raised to 26 men, because the 
Federal Reserve Bank desired to enroll 
a student. This year’s new class was 
also raised to 27 men, to enable another 
bank to participate in the enrollment. 

The annual fees for each student 
enrolled are: First year, $125; second 
and third years, $100 each. Instructors 
are furnished by University Extension, 
along with a very wide participation 
by bank officers, specialists in their 
fields. 

The curriculum consists of six 
courses, each comprising 30 classroom 
hours, covered in a period of three 
years. Students start the first semester 
in September of each year, and the 
second semester in February of the 
following year. Classes meet from 4 
to 6 p.m., once a week during the 
semester of 15 weeks, in the quarters 
of the San Francisco Chapter of A.I.B. 

The theme for the first year, fall 
semester, is “The Role of Banking in 
the American Economy.” The instruc- 
tor is Harry S. Schwartz, head, re- 
search department, Federal Reserve 
Bank of San Francisco. 

This course is concerned with the 
role of money, banks and banking in 
the American economy. The nature, 
sources and functions of money in the 
economic system are described. Con- 
sideration is given to the history of 
banking and monetary problems; the 
kinds of banks and their functions; 
the activities and policies of the Fed- 
eral Reserve System; interest rates, 
investment and monetary stability; 
recent monetary problems and the con- 

See TOP BANK TRAINING Page—71 
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Salient features of the new, simplified 


A.B.A. plan, and how it works 


in actual practice 


A PRACTICAL AUDIT PLAN 


or Smaller Banks 


By 
Ww. M. WILLY 


President, Security Bank, Madison, 
South Dakota, and Chairman, Country 
Bank Operations Commission 


HE Country Bank Operations 

Commission of the A.B.A. has re- 

cently released a new manual 
entitled “How To Set Up An Audit 
Program In The Smaller Bank.” A 
copy of the manual has been sent to 
each of approximately twelve thousand 
banks having assets of less than $7,- 
500,000. 

The need for such a program is ap- 
parent. Far too large a share of the 
increasing number of defalcations are 
found in the smaller banks where 
seant, if any, audit plans are in opera- 
tion. Admitted that the number of 
embezzlements per one hundred banks 
is not large, the big damage is caused 
by the loss of public confidence, which 
affects all banks, and more particularly 
those in nearby communities. 

Much credit for sifting the ideas 
used in the new manual is due top 
authorities in the field of bank audit- 
ing, and the examination departments 
of the Federal Deposit Insurance 
Corporation, the Federal Reserve 
Bank, the Comptroller of Currency, 
and the National Association of State 
Bank Supervisors. All secretaries of 
state bank associations were invited 
to comment on initial drafts of the 
manual. Several small banks, including 
our own, installed and tested the rec- 
ommended procedures. 

The responsibility for adopting and 
continuing the program is_ placed 
squarely upon the shoulders of the 
Board of Directors. However, the ac- 
tual auditing is done by the bank’s 
own employees. No outside help is 
required, and but little, if any, added 
expense is involved. 
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President Willy (left) discussing manual with audit supervisors, Cashier Leonard | 
Palm and Assistant Cashier Gladys Campbell | 


Testing the plan in his own bank, Mr. Willy found it involo en 


Group discussion of audit program; full understanding by employees is essential, 


Patri 
and plan’s benefits to them are stressed saint 
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How to set up am 


AUDIT PROGRAM 


in the smaller Bank 


DONT: 


COUNTRY BANK OPERATIONS COMMISSION 
AND INSURANCE AND PROTECTIVE COMMITTEL 


AMERICAN BANKERS ASSOCIATION 








DETERMINING AUDITS TO BE PERFORMED 


The objective of this part of the study is to point out the various audits 
to be performed and guide the supervisor in determining how they should 
be made. It includes audit procedures and internal controls that are designed 
to eliminate loopholes through which major dishonesty losses occur, No 
andit progrmn can insure complete pratection against defalcations, and 
this program is po exception. After exhaustive studies by the Commis 
sion and conferences with representatives of cach of the bank supervisory 
agencies and recognized authorities im this held, it was the consensus that 
certain basic audit procedures should be installed in every bank. This 
manual has been prepared with that objective in niind. However, the audit 
supervisor should be continually alert to the need for broadening this 
program in line with the particular needs of his bank 

Various suggestions are included to assist the audit sapervisor in dever 
mining the procedures most desirable for apphving this program in his bauk 
The recommended audit procedures are broken down into the following 
six major classifications: 


Cash and Ove trom Bonks 
Demand Deposits 

Time Deposits 

loans ond Discounts 

facome ond Expense Accounts 
Other Audits 


Ta take into consideration the multiple duties and ” of 
employees in smailer hanks, the ahowe general classifi 
subdivided. For instance, the audit 
hanks covers tellers’ cash, reserve cash, cash items, due fram hanks. clearings 


we further 


wedures involsé and duc from 


In studs ing this section, the audit supervisor will usually find many recom 
mended procedures that are now in use in bis bank. To hightight thase items 
which need primary consideration, the questionnaire section headed “Review 
lof Imernal Controls” beginning on page 10 will prove helpful. The question 
are set up so that “Yes” answers indicate that proper procedures are being 
followed covering that particular point. “No™ answers therefore indicate 
Inced for corrective action 

The procedures on the following pages. which might be characterired as 


"minimum requirements,” arc recommended 
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CASH AND DUE FROM BANKS 
Tellers’ Cash 


Be certain that cash is proved by each teller daily. 

Require tellers to prepare cash proof sheets in ink. 

Require tellers to hand initial and date samp currency straps 
aficr wrapping 

Provide tellers with individually locked cash drawers and vault 
compartments. Individual teller vauit combinations and spare 
cash compartment keys should be maintained under sealed control 
by an officer—two, if possible 

Prove all tellers’ cash by actual count at irregular monthly 
intervals or more frequently if warranted. This proof should be 
performed by someone other than the tcller whose cash is being 
counted. At least twice a vear, at staggered intervals, this proof 
should be made after the close of business on statement dates 
or belore the bank opens for business the following busines 
day. The cash should be verified in the presence of the teller 
responsible for it and the total compared with general ledger 
control figures. A cash verification method used in many banks 
provides for an exchange of cash between tellers at irregular 
intervals after it has been checked in the presence of each other 
Foliowing the proof, the tellers make the necessary adjustment 
entries and then operate their cages with the newly acquired cash. 





Don't allow cash under the conirol of a teller who is absent 
for more than one day to go uncounted. If his cash has not 
been verified, it should be done by the officer in charge in the 
presence of a witness, If a teller plans to be absent, his cash 
should be turned over to a designated person for actual count 
before he leaves. All of this cash, or that in excess of minimum 
requirements, should then be wansferred to another teller, 

Don't allow an excess of cash to be maintained in cages by 
tellers. Cash in excess of ordinary requirements should be kept 
in the vault under delaved time lock control. 





Reserve Cash 


Prove reserve cash by actual count. lt should be carried under 
a denominational control. Currency and coin under seal may be 
presumed to be correct; however, silver rolls and bags not under 


{9) 


A “Do and Don’t” format, and a check-list questionnaire on operations, are manual highlights 


Although the plan is based upon 
internal, rather than external, audits, 
it is frankly recognized that where 
competent outside bank auditors are 
available at an allowable cost, a more 
complete and satisfactory program 
can be installed. In some instances, 
country banks will wish to use a com- 
bination of the two methods of audit- 
ing. 

Direct verification of loans and de- 
posits is not a requirement in the new 
manual. The Commission felt there 
would be a much wider use of the pro- 
gram if these two somewhat debatable 
features were not insisted upon. 
Nevertheless, bankers who wish to in- 
corporate both direct verification and 


soe expense or staff additions 


Patricia Barry, an employee auditor, receives 


assignment from Mr. Palm 
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external controls in their audit plans 
are encouraged to do so. 

Six simple steps will put the pro- 
gram into operation: 

Step 1. The Board of Directors 
formally adopts the program and ap- 
points an audit supervisor. 

Step 2. Personnel practices are re- 
viewed by the Board, and any needed 
changes made. 

Step 3. The program is explained to 
employees. 

Step 4. Internal procedures are 
checked and dual controls established. 

Step 5. The supervisor assigns audit 
responsibilities to employees. 

Step 6. Periodic reports are made 
by the supervisor directly to the 
Board. 


N explanation of the audit pro- 

gram should be made to the Board. 
The purpose and scope of the manual 
can be outlined in fifteen minutes. 
Don’t drag it out! Present salient 
points. Invite discussion and ques- 
tions. Several hours study of the pro- 
gram will be required by the officers 
making the presentation if an ade- 
quate job is to be done. 

Approval of the plan should be re- 
corded in the bank’s minute book. The 
audit supervisor should next be elected 
by the Board, and his selection made 
a part of the written record. 

The supervisor in a bank with less 
than eight employees may be the bank 
manager or a junior executive. It 
should be someone with enough au- 
thority to carry out the program ef- 
fectively. In our own casey the Board 
appointed the cashier. He is a man 


with fifteen years experience in the 
bank. A young lady, an assistant cash- 
ier who was previously our head book- 
keeper, is assistant auditor. 

It is of vital importance that the 
personnel policies of the bank be care- 
fully reviewed. Practically all banks 
understand the principles of sound 
management. However, too frequently 
this knowledge is not put to use. 

A check list of twelve fundamental 
personnel policies is given in the man- 
ual. This list should be compared with 
the banks’ own practices. Faithful ad- 
herence to good management policies 
will do much to protect the bank and 
its personnel against the danger and 
temptation of embezzlement. The fol- 
lowing are examples of the recom- 
mended policies: Is the bank salary 
schedule in line with salaries in the 
local area? Is each officer and em- 
ployee in the bank required to take an 
annual vacation? Are periodic rota- 
tions of duties made of personnel? 
Are duties arranged so that no one 
employee has complete control of any 
transaction ? 

It is important that employees have 
a proper understanding of the pro- 
gram to insure full cooperation with 
it. Explanations may be made to in- 
dividual employees or to the entire 
group. We have found the individual 
presentation very satisfactory when 
followed up with group discussion. 

Care should be taken to point out 
that the audit program is not only for 
the protection of the bank, but for the 
benefit of employees. Their good 
names are more important to them 

See A PRACTICAL AUDIT PLAN—Page 75 
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ITH the U.S. Treasury’s newly 
announced, stepped-up savings 
bond sales objective of “A Billion 
More in ’54,” it might be timely to 
consider how banks and other financial 
institutions can help the nation reach 
that desirable goal, so vital to construc- 




















Example of outstanding bank leadership 
in selling *“*Shares in America’”’ 


Looking at a Bank’ 
MODEL SAVINGS BOND PROGRAM 





tive management of the debt and the 
maintenance of sound money. 

Since May 1, 1941, one of Toledo 
Trust Company’s important financial 
and economic welfare services to its 
customers, community, and country 
has been its savings bond program. 


KEYNOTE NO. 1 .. . Cooperation with the business community 


Weekly video promotion of savings bonds, Henry L. Morse (right), bank’s vice- 
president, interviewing R. A, Stranahan, Jr., vice-president, Champion Spark Plug Co. 
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KEYNOTE NO. 2... . Cooperation with Board of Education in bringing program to schools 


Left: Scanning report on children’s investment in savings stamps, (i. to r.) Mr. Rohr; the “Stamp Lady,” Mrs. Adelaide 
Heller; and E. L. Bowsher, school superintendent. 





Right: citation to student “assistant treasurer” 






By 
JOHN T. ROHR 


President, The Toledo Trust Com- 
pany, Toledo, Ohio, and Chairman, 
Lucas County Savings Bond Com- 
mittee and the Northwest (Ohio) 
Area Savings Bond Committee 











By November 30, 1953 we had issued 
2,963,458 Series E bonds alone, with 
a maturity value of $155,671,900. At 
present the bank provides 15 kinds of 
savings bond services to the 320,000 
residents of Toledo. Only two of these 
services, E bond safekeeping and cash- 
ing, bring the bank even nominal fees. 
The 15 services are listed separately 
with this article. 

Of these 15 services, we feel that 
two are foremost. One is the issuance 
of Series E bonds purchased on the 
payroll savings plan by employees of 
Toledo companies. The other is the 
school savings stamp program, sup- 
ported jointly by the bank and the To- 
ledo Board of Education, in the city’s 
public school system. 

Back in the year of Pearl Harbor, 
Toledo industries installed payroll sav- 
ings plans, and the majority were not 
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Mr. Rohr and an award 


A distinguished service award was 
presented at the White House recently 
by President Eisenhower to Mr. Rohr, 
for service to the nation “with unusual 
distinction during World War II and 
during the post-war years as chairman 
of the Lucas County Savings Bond 
Committee.” ‘ 

The award stated that John Rohr 
“organized and led a model county 
Savings Bond organization of able lead- 
ers in every phase of bond sales activi- 
ties. Set a high standard for other bank- 
ers and business leaders by maintaining 
outstanding bond services in his own 
bank. Maintained a consistent and con- 
spicuously successful bond sales record 
in his county for more than ten years. 
His model organization has been wide- 
ly copied in other areas.” 

This award today hangs in the mod- 
est, unpaneled office of The Toledo 
Trust president, in company with a 
long line of citations beginning back 
in the days of the Liberty Loan Drives 
of the First World War. 


An executive of a national grocery 
chain, assisting the Treasury Depart- 
ment in the study and promotion of 
the savings bond campaign, was asked 
whose program he would like to study 
first. He replied, “The best one in the 
country.” The Treasury Department 
sent him to John Rohr. | 








The Toledo Trust Company offers the 
following 15 services in relation to the 
U. S. savings bond program: 


| 1. Provides the chairman of the Lucas 
| County and Northwest (Ohio) Area Sav- 
ings Bond Committees (President Rohr). 


| 2. Acts as issuing agent for Series E 
| bonds, selling them over the counter and 
issuing them without charge for employees 
of the bank’s customers operating the pay- 
roll savings plan. 


3. Sells Series H, J, and K savings 
bonds and savings notes. Total of these 
plus Series F and G bonds sold to date 
exceeds $382,000,000 (maturity value). 


4. Operates its own bond-a-month plan 
for depositors. This plan was installed 
July 3, 1941, two months after Series E 
defense savings bonds were first put on 
sale by the Treasury and five years before 
the Treasury began promoting the plan 
nationally. It is believed that the Toledo 
Trust was the first bank to offer this auto- 
matic plan. More than 500 depositors 
using this plan make monthly purchases 
averaging $62.34 (maturity value). 


| 5. Sells U. S. Savings stamps through 
the school savings program and over the 
counter, and issues E bonds in exchange 
for them. Total sales to November 30, 
| 1953 approached the $2 million mark. 


| 6. Shares equally with the Toledo 
| Board of Education the employment of 
the “Stamp Lady” who calls on every pub- 
lic school in the city once a week and 
delivers savings stamps and thrift promo- 
tion material. Sales of savings stamps 
through this plan as of the end of Novem- 
ber exceeded $565,000. 


7. Provides Series E bond safekeeping 
facilities for customers. Under this sys- 
| tem, the depositor receives a passbook 
| (much like a savings passbook) in which 
| 





Toledo Trust Company’s Savings Bond Services 


is recorded the serial number, issue date, 
and maturity value of each bond deposited, 
and the accumulated maturity value of all 
bonds on deposit. Bonds may be withdrawn 
at any time. A charge of $1 is made for 
opening the account, plus a service charge 
of 25c¢ for each bond deposited. These 
charges cover the cost of the passbook, 
signature card, ledger card, bond envelope 
and safekeeping service for a 20-year 
period (under the new option extending 
the interest-bearing period of E bonds an_ | 
additional 10 years). More than 1,850 | 
safekeeping accounts have been opened | 
since June 15, 1943. 


8. Helps customers replace lost, stolen 
or destroyed bonds through the Treasury 
Department’s Division of Loans and Cur- 
rency, Chicago. 


9. Provides a special desk for bond 
redemptions. 


10. Mails quarterly promotional letters, 
signed by President Rohr, to top manage- 
ment. 


11. Supplies customers with promo- 
tional material. 


12. Provides bank personnel to man 
booths, to issue E bonds, and to audit sales 
during bond drives and special promo- 
tions, 


13. Periodically encloses savings bond 
material with statements to more than 
36,000 commercial depositors. 


14. Promotes bond sales through its in- 
stitutional advertising program in news- 
papers periodically. Other financial insti- 
tutions, retail merchants, and other busi- 
nesses give excellent cooperation in also 
sponsoring bond advertisements. 


15. Issues periodic publicity releases 
from its president as county and area bond 
chairman. Newspapers and radio stations 
cooperate fully. 








“We have always felt that the bank is doing no more than 


prepared to act as their own issuing 
agents. The Toledo Trust Company 
volunteered to take on this job without 
charge. By November 1941 the volume 
was so heavy and the supply of trained 
typists so short that other banks and 
various business machine workers were 
scouted to facilitate the registration of 
bonds. 

Our bank found a specially designed 
duplicating machine that imprints up 
to six bonds at a time, and handles 300 
an hour, including two stubs for each. 
With two of these machines, we were 
able to service around 250 customer 
companies’ payroll savings accounts at 
the wartime peak in 1944. During the 
great War Loan drives at that time 
the Toledo Trust was issuing for pay- 
roll savers and over-the-counter buyers 
almost 80,000 Series E bonds a month, 
of maturity value totalling around 
$4,000,000. 

Today we issuing 


are regularly 
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around 20,000 a month. One of the 
machines is used to service about 100 
company accounts, and the other is 
held in reserve. 

The other service considered equally 
important is the school stamp pro- 
gram operated in the 57 Toledo public 
schools. Nothing need be added to 
what has been said down through the 
years of the value of teaching thrift 
in the early school years. There are 
various methods available. 

Considering that the Treasury De- 
partment’s stamp program not only 
provides the practical thrift mecha- 
nism, but in addition familiarizes the 
youth of America with government op- 
eration and the heritage of freedom 
and free enterprise, we of The Toledo 
Trust Company and the Toledo Board 
of Education felt that this method was 
mutually advantageous. Results at the 
close of each school year certainly 
prove that the decision was sound. 


its duty in serving thus’ 


Since the stamp program was in- 
stalled nearly seven years ago, Toledo 
public school students have made dime 
and quarter investments totalling more 
than a half million dollars. What is 
the key to the successful operation of 
this Toledo school thrift plan? E. L. 
Bowsher, Superintendent of Schools, 
and I feel it is the removal of the extra 
burden on the teaching staff. How 
was this accomplished? The Toledo 
Trust and the Board of Education 
share equally the cost of employing a 
“Stamp Lady,” who visits each school 
once a week and makes the exchange of 
stamps for cash. 

In many schools, beginning as low 
as the sixth grade, students who have 
been appointed “assistant treasurers” 
take on the supervision responsibility 
in their respective classrooms. The 
bank developed a simple citation and at 
the end of every school year, one is 

See A MODEL BOND PROGRAM—Page 77 
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this fast-growing advertising medium. 
Here is a helpful guide... 


IF Joure Thinking About 
TELEVISION 


By 
LOUIS ¢C. FINK 


Adtertising Manager, Trust Com- 
pany of Georgia, Atlanta 2, Georgia 


ELEVISION as a medium for 
bank advertising and operational 
use is about to come of age. Its 
brief. 7-year history spans the period 
between the first 15-minute show by 
the Land Title Bank and Trust Com- 
pany of Philadelphia on July 25th, 
1946 and the 1953 use of television by 
such banks as Riggs National in 
Washington, D.C. for identifying sig- 
natures over a closed-circuit system. 
This article will attempt to sum- 
marize what has been accomplished so 
far, with some suggestions for the 
banker who is now wrestling with the 


Financial institutions can choose from an extremely broad variety of television 


DOCUMENTARY ...“Victory at Sea,” story of naval actions 


question: Is television a good medium 
for advertising my bank? If you 
already have a TV program that satis- 
fies you, there may be nothing of 
interest for you here. But if you are 
one of many hundreds of banks who 
are faced with an immediate decision 
about this fascinating new medium in 
two dimensions—sight and sound— 
here are some facts for your consider- 
ation. They may make your decision 
easier. 

I might preface all these remarks 
by saying that the Trust Company of 
Georgia is now sponsoring its second 
series of 30-minute programs, and two 
of its affiliated banks are using spot 
announcements on four other TV 
stations. 

What is today’s status of TV? As 
this article was written official sources 
reported that there were 302 television 











With the freeze lifted on licensing new stations, 
many more banks will now be able to consider 





SPOTS...Bank name, brief message 
Called TV’s best buys 


stations on the air with regular com- 
mercial programming. These stations 
were located in 197 cities in the United 
States, Hawaii and Mexico. The total 
sets in use are estimated at 27,417,000, 


DRAMATIC SHOW ...Scene from one of Favorite Story presentations 
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EDUCATIONAL. 


..A bank favorite 












Renee ec ae 


is this science show. Trust Company of Georgia has “tie-in” essay contest 


Concludes the writer concerning this program, “It’s expensive, but we think it’s worth it” 


and one-half of all the people in the 
United States are believed to be 
within receiving range of a television 
station. “Dragnet,” to give an ex- 
ample, was said to have had 37 million 
viewers each week before it was re- 
placed by “I Love Lucy” as America’s 
top show. 

More significant to bankers is the 
growth in television which is now 
going on. The Federal Communica- 
tions Commission has lifted the 
“freeze” on new stations, and you hear 
reports of construction on all sides. 
Here in Georgia, we had three stations 
in only one city, Atlanta, for several 
years. There is now one station in 
Rome, two each in Macon and Colum- 


MUSICAL...Some 30 banks sponsor 
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“Liberace” program 


bus, and new ones planned in Augusta, 
Savannah and Atlanta. 

As more and more stations come into 
being, banks are subject to more and 
more pressure to advertise on TV. Is 
it worth-while? Its biggest advantage, 
of course, is the combination of sight 
with sound. Security-First National of 
Los Angeles said in 1948 that two- 
minute commercials had enabled them 
to sell the intangible services of bank- 
ing which they were never able to 
describe adequately on the radio or 
in newspapers. Florida National in 
Jacksonville took the same advantage 
of “video” in a service program; they 
had a panel discuss taxes and actually 
held up a Form 1040 for all to see. 






programs. Some representative categories they are using are depicted on these pages 








NEWS...Many kinds: 





Central National of Cleveland ar- 
ranged a television “tour” of their 
banking quarters, and the estimated 
viewing audience was 150,000 people. 
No “open house” ever had that sort of 
crowd. Finally, station managers will 
tell you that they reach more people 
than any other medium. One station 
in New York City claims a daily audi- 
ence of three million, against a cir- 
culation of 24% million for the biggest 
newspaper in town. 

My own opinion is that TV has 
much to offer, with the usual qualifica- 
tion that your advertising be carefully 
planned. You can spend money more 
rapidly on TV than in any other medi- 
um I know of. I am not at all sure, 








on-the-spot, flash, commentary, forum 


























In Sportscasts 
it’s the local touch 
that sells! - 





of Charley's plays on. 

And don't forget it's not an 
exclusively male ovdience. 
There's o steadily growing 
number of women who reg 
vlorly listen to sportscosts KOTV .... ...... Tee 





A local sportscast costs little, 
pays much in is d sol. 
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Serving All Stations 








Information sources on station time, and TV films available 


either, that TV should be put on top 
of your present advertising budget. It 
has its greatest effectiveness in com- 
bination with other media; perhaps 
the best solution is to trim newspapers 
and radio a little (certainly not elimi- 
nate them) and add a little television. 

If this is the case, what’s the best 
buy in television? How do you get the 
most for your money? I feel strongly 
that the best buy for your advertising 
dollar is the “spot” announcement, 
anything from ten seconds to a minute 
or so sandwiched in between good net- 
work shows. For the usual advertising 
message, you can say enough about 
one particular bank service in a few 
words; repeat that message often 
enough and you’ve made wise use of 
TV. The trick is to have some good 
slides prepared, and make sure that 
your TV station schedules you at good 
times. The whole point of a spot an- 
nouncement is to get what the TV 
people call good “‘adjacencies.” If your 
spot is next to Doug Edwards, it will 
be seen by more people than if it is 
next to some obscure violinist. 


F you want to spend some real money 
and make a real impression on 
the market, plan on a 30-minute show. 
The Trust Company has used half- 
hour programs for both its television 
ventures. We think that programming 
difficulties make it difficult to work in 
a good 15-minute show, although there 
are obviously exceptions. And an hour 
may well be too costly for you. 
The thing that’s bothering every- 
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body about TV is its cost. There have 
been dozens of reports of what banks 
have done, but very little has been said 
about costs. That is strange, because 
the figures are a matter of public rec- 
ord if you know where to look. Briefly, 
you must pay for time on the station, 
talent or program, and commercial an- 
nouncements. Add these three items 
together, put in something for the ex- 
pense of promoting your show, and 
you have the total cost. 

“Television Rates and Data” pub- 
lished by Standard Rate and Data 
Service, 1740 Ridge Avenue, Evanston, 
Illinois, will give you all the figures on 
station time, if you aren’t ready to 
ask your local station manager. There 
is a station in New York which 
charges $4,800 for an hour of its best 
time, or $500 for a spot announcement. 
You can buy an hour of the same time 
in Rome, Georgia, for $150, and a ten- 
second spot here will cost you $10. In 
between these extremes, the range is 
wide, with the cost based on set 
density and the coverage of territory 
claimed by the station. Incidentally, 
any station should be able to furnish 
maps showing how far they reach. In 
our own case, we have a State-wide 
group of banks and we picked the sta- 
tion that claimed to cover the State 
best. (We checked their claims by ask- 
ing our people in several cities.) 

No matter what sort of show you 
produce, it’s called talent. You may 
buy a film as Marine Trust Company 
of Western New York did (“I Led 
Three Lives”), or use a news program 


as Florida National in Lakeland did 
(Fulton Lewis, Jr.), or stage an orig- 
inal “live” program—something like 
the local opera company. Whatever 
you do, it’s called talent. 


CAN’T tell you how much an 

original program will cost, because 
it all depends on what you do. But if 
you’re thinking of a film, which is 
really the most practical for most 
banks, then get a copy of “Films for 
TV,” published by the same Standard 
Rate and Data Service. That book 
lists at least a thousand films, ranging 
from one minute to one hour. Be sure 
to pick something of which there is a 
series; you don’t want to run a TV 
program and then find there are no 
more films in that series. 

There are hundreds of producers 
making these films. Find out some- 
thing about the reliability of the pro- 
ducer before you go ahead. Your con- 
tract should specify the number of 
programs to be produced. 

If you’re wondering what kind of 
show to take, here is the basic list. 
Practically everything is in one of 
these categories: Children’s; Docu- 
mentary; Drama—Mystery, Comedy, 
Romance; Western; Educational; In- 
terview; Musical; News; Quiz; Re- 
ligion; Sports; Travel, Variety; Wom- 
en’s Interests. 

The Trust Company felt that it 
wanted to make a contribution to the 
cultural life of Georgia. We looked for 
something in the “Educational” class 
that would still be good listening. We 
think we found it in “Science in Ac- 
tion,” which has been run “live” for 
three years by the American Trust of 
San Francisco and which is produced 
by the staff of the California Academy 
of Sciences. The Colorado National 
Bank in Denver has also bought the 
same show. In our own case, we 
checked our decision very carefully 
with a panel of our own employees, 
school principals in Atlanta, and our 
advertising agency. 

Our biggest rival on the airwaves 
here is the First National Bank of 
Atlanta, which has a fine dramatic 
show called “Favorite Story.” Each 
show features Adolphe Menjou. The 
First of Boston ran 26 weeks of “The 
Modern Film Hour.” The Savings 
Bank of Baltimore runs “Washington 
Spotlight,” a 15-minute news analysis 
with Marquis Childs. And so the list 
goes, with endless variety. 

One of the most amazing TV shows 
is that called simply “Liberace.”’ This 
consists of a handsome young man 
playing the piano with some remark- 
able backgrounds of light and music. 
At last reports, some 30 banks were 
sponsoring this show, including Valley 
National in Phoenix, Ohio National in 
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WASHINGTON VIEWPOINT 








The Mousing Program 


With the possible exception of taxes, 
the subject of most vital interest to 
banking management pending in the 
current session of Congress is the de- 
velopment of a far-reaching housing 
and home finance drive. 

There are two principal reasons why 
bankers should observe with an alert 
eye the legislative progress of the pro- 
posed new housing law. One is that it 
has an excellent chance to pass, and 
being most inclusive it bids to alter 
materially the nature and scope of a 
bank’s home finance business. The 
other reason is that the underlying 
philosophy of the 1954 Housing Act 
revisions is friendly to the viewpoint 
of home financing institutions, this be- 
ing a reversal of a two-decade tendency 
to force them to submit to politically 
dictated lending terms. 

These hopeful signs came to light at 
mid-December when Housing and 
Home Finance Administrator Albert 
M. Cole announced to the public the 
recommendations of the President’s 
Committee on Housing Policies and 
Programs, of which he was chairman. 
Besides Mr. Cole and his chief-of-staff, 
the Committee consisted of 22 men who 
have the qualities of being both well 
qualified by reputation and experience 
to speak from knowledge, and of being 
representatives of all shades of opinion 
this side of pure collectivism. The joint 
report of this body won immediate 
acclaim as a document of stature when 
it became obvious that every member 
wholeheartedly sought to meet the 
problem objectively rather than to in- 
dulge in special pleading. 

Mr. Cole, obviously pleased with the 
Committee’s output though reserving 
the right to his personal views, ex- 
plained that the “raise our sights” 
attitude expressed in the report sprang 
from a recognition that disputes over 
details of the housing program have 
heretofore obscured all past efforts to 


By JOHN DONOGHUE 


Washington Correspondent 


there was extensive study of the extent 
to which public authority should prop- 
erly go in imposing politically devised 
rules upon the free economy from the 
housing standpoint. There were no 
cries of “Socialism!” as the Committee 
sought to fix the limits. There was 
sober consideration of the hardships 
suffered by the families of servicemen 
and employees at defense installations, 
and of course the persistent question 
of veterans’ benefits. 

All in all, however, the Committee 
adhered to its aim to turn away from 
the all-too-easy technique of devising 
methods of letting the United States 
Treasury solve problems with money. 
In one case, the majority of the mem- 
bers held that the Administration and 
Congress should decide from year to 
year how many public housing units 
should be constructed, instead of en- 
deavoring to insist on a quantitative 
figure. There was no recommendation 
for a revival of the direct Government 
loan to a home-buying veteran. There 
was not even a stated housing pro- 
duction goal. 

Yet the Committee’s recommenda- 
tions do revolve around the Treasury 
at a radius displeasing to some of the 
more conservative Committeemen. In- 
stead of committing the Treasury 


to make direct outlays in support of 
the housing program, the Committee 
reached a majority decision to support 
greatly liberalized mortgage insurance 
terms. If the proposed experiment 
in 100-percent 40-year low-interest 
loans, insured by the Federal Housing 
Administration, finds its way into the 
lawbooks, the Secretary of the Treas- 
ury will undoubtedly suffer some un- 
easiness over the volume of contingent 
liabilities hanging over his head. 

In fact, the resort to the device of 
backing with Government insurance a 
variety of home purchase and home 
improvement loans stands forth as the 
green-grass meeting ground where the 
President’s Committee members found 
the soil fertile for compromise. On the 
“liberal” side, the direct handout was 
let drop on assurance that the money 
would be forthcoming under Govern- 
ment insurance; on the “conservative” 
side, the making of otherwise impos- 
sible loans was accepted on the -basis 
of Government insurance. 

That, of course, is where the nation’s 
home financing institutions have a 
stake. Many would prefer to go their 
way without accepting any form of 
Government underwriting, and many 
do. However, the liberalization of mort- 
gage insurance and guarantees is so 
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Count on us to handle your corre- 


view the problem as a whole. spondent needs in the Nation’s Capital, 


One may as well accept, he said, that 
the capitalist economy fails to provide 
built-in cures for slum conditions, and 
political forces tend to take over, par- 
ticularly as crime and disease affect 
the public interest. From the human 
rights standpoint, if blighted dwelling 
areas are obliterated by public author- 
ity, there is an obligation to see that 
the dwellers have some place to go. 

As shown in the Committee report, 
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SEE HOW YOU CAN SAVE WITH MODERN BURROUGHS MICROFILMING 


Rarely can the replacement of out-of-date equipment pay 
off as handsomely as in the case of microfilming! Here is 
the kind of saving you can expect with new, modern 
Burroughs microfilming. 


The use of 8 mm photography on 16 mm film doubles 
the number of images per foot of film. The high reduc- 
tion ratio (37 to 1) adds to the saving. Film costs are 
slashed as much as 80% in many cases. The savings in 
film costs alone can pay for the new equipment! And the 
photography itself is superlative for its clarity and con- 
trast— your assurance of legibility that prevents errors. 


With Burroughs, you own the equipment. . . you don’t 
have to rent. And your equipment is the most modern 
available— made by Bell & Howell, sold and serviced by 
Burroughs. There are 25 Burroughs processing stations 
for fast, expert developing of your film, over 600 
Burroughs service centers to keep your equipment at 
peak performance—wherever you are. 


Your Burroughs representative has factual data for your 
consideration, and can give you specific cost-saving 
information. See how you can save—call him today! 
Burroughs Corporation, Detroit 32, Michigan. 


In Canada: Burroughs Adding Machine of Canada, Limited, Windsor, Ontario 







New Acro-Feeder 


Sensational new Acro- 
Feeder gives fast, auto- 
matic feeding of inter- 
mixed documents such 
as sales tickets and 
customer statements, as 
well as of checks, with 
maximum accuracy. 





WHEREVER THERE’S BUSINESS THERE’S 
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HIGH REDUCTION RATIO 


Burroughs Microfilming gives you 
a cost-saving high reduction ratio 
(37:1)—assuring more 
per foot of film. Two other reduc- 
tion ratios (30:1, 18:1) insure 
finest photographic results for 
even “fuzziest’” documents. 
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FAST, EASY OPERATION 


images Bell & Howell Recorder requires no special train- 


ing for operators. Offers simplified hand feeding 
and new standards of accuracy in high speed 
automatic feeding. Visual, audible and automatic 
controls prevent errors, speed production. 





Guidance - Authority 
. to support your 
important decisions — 


Your Key to 
the Whole Field 


of Finance... 


@ Here is geitence and infor- 
mation needed to handle wisely 
any type of financial transac- 
tion. Invaluable for investors, 
corporate executives, bankers, 
controllers, treasurers, lawyers 
—all who keep money profit- 
ably, safely employed. 27 sec- 
tions cover: securities markets; 
security analysis; financial re- 
ports; corporate stock; reor- 
ganizations; bond financing; 
banking procedure; commodity 
trading, etc. 


65 Contributors, 
Consultants. 
1269 pages. 

139 ills. 

Flexible Binding 

3rd Ed. $10 







THROUGHOUT THE WORLD Ronald Hand- 
books are recognized as standard. Thousands con- 
sider them the first place to go for help and 
authority. Each Handbook offers, in compact form, 
the sum total of useful experience in its’ field. 
From all available sources representing progressive, 
modern thinking, the Handbooks review, condense 

*and coordinate the essence of successful practice. 


~ ACCOUNTANTS’ HANDBOOK 


Over 90 See. 1505 Pages. 287 Illustra- 
tions. 3rd Edit: $10 


Cost Accountants’ Handbook 


Over 70 Contributors. 1482 Pages. 556 Illus- 
trations, tables. $10 


» MARKETING HANDBOOK 


69 Contributors. 1321 Pages. 226 Charts, Illus- 
trations. $10 


PERSONNEL HANDBOOK 


65 Contributors. 1167 Pages. 262 Forms, Illus- 
trations. $10 


~ PRODUCTION HANDBOOK 


90 Contributors. 1676 Pages. 771 Forms, 
Charts, Illustrations. $10 


Write for descriptive folder. 


@ HUNDREDS OF THOUSANDS OF HAND- 
BOOKS IN USE THROUGHOUT THE WORLD! 


USE THIS COUPON 
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tightly woven into the warp and woof 
of the 1954 Housing Act amendments 
that it seems difficult to contemplate 
an institution’s comfortable existence 
without close ties with the F.H.A. 
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Bank Branch Policy 


National banks can’t go far wrong 
in judging that the Comptroller of the 
Currency, Ray M. Gidney, will accord 
sympathetic consideration to applica- 
tions for suburban branches in States 
where branches are permitted. 

At the same time, Mr. Gidney has 
implied some doubts whether he would 
look equally kindly on applications for 
new charters, apparently placing some 
value on the thought that a going bank 
can more likely see a suburban branch 
through its growing pains. 

Speaking before the Michigan Bank- 
ers Association at Ann Arbor, Mr. 
Gidney noted that “through all parts of 
the country, amazing growth is taking 
place in the outlying parts of big 
cities and of smaller cities... . Where 
branch banking is permitted, the needs 
thus created are being met largely by 
establishment of branches. 

“Where branch banking is not per- 
mitted, applications for new charters 
have been fairly important in number 
and present some problems. It is our 
purpose in granting a new charter to 
be as certain as we can that there is 
opportunity for successful operation 
... We want to grant charters only to 
banks that will hold firmly to what we 
consider to be high standards.” 
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Savings-Loan Branch Policy 


As an indication of Administration 
sentiment on the broad problem of unit 
institutions as against branching, the 
chairman of the Home Loan Bank 
Board, Walter W. McAllister, has indi- 
cated that the Board may soon adopt 
official regulations to cover the branch- 
ing of Federal savings and loan asso- 
ciations in States where the corre- 
sponding privileges of State-chartered 
banks, savings banks and savings-loans 
are left a little vague in the statutes. 

Hitherto, the Home Loan Bank 
Board has limited itself to statements, 
not carrying the force of duly promul- 
gated regulations, to the effect that the 
Board feels no inhibition against per- 
mitting Federal associations to spread 
their roots in States where competing 
savings institutions of any type might 
have the opportunity to do so or have 
already done so. Only clearly stated 
prohibitions in State law have been 
regarded as definite obstacles. The 
apparent purpose is to state this in 
an administrative regulation. 


Incidental to this development, 
which the Independent Bankers Asso- 
ciation strongly opposes, is the intro- 
duction of a novel argument advanced 
by the First Federal Savings and Loan 
Association of Flint, Michigan, for a 
branch in Lapeer, Michigan. It is de- 
clared that the newspaper and radio 
advertising paid for by the Flint insti- 
tution brings response from the resi- 
dents of the adjacent Lapeer County, 
and that the Flint institution has 
thereby paid for a right to accept 
Lapeer County citizens’ savings and 
mortgage business at the county seat. 

Opposition to this argument was 
voiced by Lapeer County bankers at.a 
Home Loan Bank Board hearing. Their 
retort was that 75 per cent of homes 
in the county are occupant-owned, in- 
ferring that the Flint institution has 
no legitimate market in the county. 
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C.C.C. Certificates 

The Department of Agriculture’s 
second offering of certificates of in- 
terest in a pool of price support cotton 
loans was oversubscribed by nearly 
three to one. The offering of $450,000,- 
000 brought bids of $1,204,746,000. 

The previous offering of $360,000,- 
000 had attracted bids of $1,790,- 
000,000, or better than four to one. 
However, the first offering bore a 
higher interest rate—2% percent as 
against 214 percent for the later issue. 

Meanwhile, a top official of Govern- 
ment has suggested that no one should 
assume that these tremendous bids are 
proof that billions of dollars are lying 
idle and available for public financing. 
Here is how it works, according to the 
official’s explanation: Assuming an 
attractive $360,000,000 issue is offered 
and Security Dealer ‘‘A” decides he 
wants to handle about $40,000,000 of 
it. He prepares his bid but doesn’t send 
it in until the last minute. By tapping 
all his intelligence sources, he makes 
an appraisal of how much other deal- 
ers will want—in other words he meas- 
ures the demand. If the issue looks like 
a winner, he then anticipates that the 
Government will pro-rate the securi- 
ties, so that he might actually get only 
half of his desired quantity. So he 
doubles his quantity tender. 

By that time Dealer “B” has gone to 
the same lengths and come to the same 
conclusion. When Dealer “‘A” finds this 
out he doubles his quantity once again. 


e o ° 


Small Business Loan Rules 
Acting Small Business Adminis- 
trator Wendell B. Barnes has issued a 
list of six “common sense” credit re- 
quirements as a guide to bankers and 
small business concerns who may be 
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“Play it true to life. When he offers the beads, you 


insist on American Express Travelers Cheques!” 


Instant acceptance . .. convenience . . . absolute 
protection...service, these have brought American 
Express Travelers Cheques to an all-time high in 
popularity—made them first choice of travelers the 
world over! 

For many years, travelers have depended upon 
the extra services tendered by American Express— 
like help through customs...expert advice on 
passports, visas and travel regulations... cour- 
teous interpreters at ports of entry ... tourist and 


sightseeing information . . . plus the use of the 242 
American Express offices in 35 countries to receive 
mail and meet friends. And another valued service 
is the fast delivery of travelers cheques anywhere 
in the world, by mail or cable. 

You offer many extra services when you offer 
American Express Travelers Cheques. And, you 
avoid embarrassment because American Express 
Travelers Cheques are instantly recognized and 
accepted—anywhere in the world! 


AMERICAN EXPRESS TRAVELERS CHEQUES 


the most widely accepted cheques in the world! 
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considering doing business with his 
agency. “It is hoped that this informa- 
tion may be useful in serving as a gen- 
eral guide to those interested in our 
loan program,” he said. 

Following are the S.B.A. rules: 


1. The applicant must be of good 
character. 

2. There must be evidence that the 
applicant has the ability to operate his 
business successfully. 

3. On a term loan, one repayable in 
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installments over a period of several 
years, the past record and future pros- 
pects of the business must show suffi- 
cient probable income so it can be 
logically assumed the applicant will be 
able to repay the loan out of future 
income from the business. 

4. The applicant must have enough 
capital in the business so that with 
loan assistance from S.B.A. it will be 
possible to operate on a sound financial 


| basis. 


5. As required by the Small Busi- 
ness Act of 1953, the loan shall be of 
such sound value or so secured as rea- 
sonably to assure repayment. 

6. The loan should aid the defense 
program or be necessary to maintain 
a well balanced national economy. 
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The Eisenhower Administration is 


| unworried over consumer credit expan- 











50 


sion, so long as savings continue to 
accumulate. A top rank official said the 
Administration’s fiscal experts were 
puzzled for a time to figure out why 
both consumer credit and savings were 
mounting at the same time. They fig- 
ured out that it boiled down to human 
psychology. A man with $2,000 in the 
bank thinks twice before drawing it 
out to buy a car. Instead of taking it 
out, he tends to leave it intact and take 
a loan. He would rather face the 
monthly loan installment than trust 
himself to replenish his savings at the 
same rate. 
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Top Treasury officials are reminding 
bankers that Mimeograph 6209 is still 
the last word that has come out of the 
Internal Revenue Service on the sub- 
ject of bad debt reserves. There has 
been much publicity and interest in the 
proposed new alternative method of 
figuring these reserves (previously 
covered in the Burroughs Clearing 
House of October, 1953, page 45), but 
no official action. 


* 


The Department of Defense, under 
Treasury pressure to slow down pay- 
ments of money to contractors, is be- 
coming reluctant to agreeing to make 
progress payments as work progresses 
on a contract. In a recent directive, 
contracting officers were instructed to 
try to get the financing of contracts 
done by guaranteed loans rather than 
progress payments. In this way, the 
Government would still take the risk, 
but there would be no cash outlay until 
the contract work is delivered. Best of 
all, of course, is private financing with- 
out any guarantee. 
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THE PERSONALITY SPOTLIGHT 








After having served as president for 
more than a quarter-century, Lewis 
G. Harriman at Manufacturers & 
Traders Trust Company, Buffalo, New 
York, was recently elected chairman 
of the board, a newly created post. He 
has been succeeded as president by 
George A. Newbury, a director for 10 
years and executive vice-president since 
1945. 

Mr. Harriman became president of 
Fidelity Trust Company in 1924, and 
the following year became president of 
Manufacturers and Traders following a 
merger. As board chairman he will con- 
tinue active as chief executive officer. 
During his presidency, the bank has 
grown from below the $100 million 
mark to $344 million in total assets. 

Mr. Newbury will assume further re- 
sponsibilities in the operation of the 
bank. Prior to becoming an officer at 
Manufacturers, he was a partner in a 
Buffalo law firm. 
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Permission has been granted by the 
Comptroller of the Currency for the 
organization of a new highly capital- 
ized and impressively backed national 
bank in New York State. 

The new institution, which is capital- 
ized at $1,000,000, is to be known as The 
National Bank of Great Neck. It is 
located in the heart of the north shore 
of a Long Island peninsula which is 
comprised of nine villages. Pending the 
erection of a permanent building, the 
bank is scheduled to open early this 
month in temporary quarters at No. 1 
South Middle Neck Road, Great Neck. 

One of New York’s’ best-known 
bankers, William A. Kielmann, will be 
the first president. A past president of 


Heads newly formed bank 
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GEORGE A. NEWBURY 


Move up in management capacities at big Buffalo bank 


the New York State Bankers Associa- 
tion, he headed the Peoples National 
Bank of Lynbrook, Long Island, prior 
to its merger with The Meadowbrook 
National Bank. During his extensive 
banking career, Mr. Kielmann has also 
been president of the Bank of New 
Hyde Park, and cashier of the Long 
Island National Bank of Hicksville, 
both Long Island institutions. He was 
chairman and one of the founders of 
the Nassau County Clearing House 
Association, and a member of the ex- 
ecutive council of the American Bank- 
ers Association. 

Vice-President and cashier is L. Wal- 
ter Schaefer, who recently resigned as 
a vice-president of The Meadowbrook 
National Bank. Mrs. Irene Craigmile 
has also resigned from the Meadow- 
brook institution to become assistant 
vice-president. 

The section in which the new bank is 
located has had one of the fastest 
growths of any area in the country. The 
continuous influx of both residential 
and commercial population has been at 
such a pace that additional financial 
facilities were needed to cope with the 
demands. 
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The new president of Central Bank, 
Oakland, California, is T. P. Coats, 
previously executive vice-president, 
who has had an unusual background 
of banking experience during his 35- 
year career. 

In 1918 he joined the Rideout group 
of banks at Marysville, California. In 
1924 he was the organizer and the 
first cashier of the Producers Bank at 
Yuba City. When that bank was ac- 





quired by Bank of America, Mr. Coats 
served as vice-president, managing its 
Marysville branch and _ supervising 
others in the area. 

In 1933 he became president of Pro- 
duction Credit Corporation of Berke- 
ley, also president of the Rural Agri- 








T. P. COATS 


Climaxes 35-year career 


cultural Credit Corporation. In 1942 
he resigned his business interests to 
serve in Navy Aviation, was mustered 
out a lieutenant commander, and still 
holds that rank in the Naval Reserve. 
In 1946 he was elected. president of 
The First National Bank and _ vice- 
president of the Stanislaus County 
Bank, both of Oakdale, California. He 
still continues as a director of the for- 
mer and vice-president of the latter 
institution. 
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Experienced officers elevated in San Diego institution 


In 1949 he joined Central Bank as 
vice-president to supervise agricultural 
loans and rural credit policies for its 
branches, and was elected executive 
vice-president in January, 1953. 
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Promotion has come to three veteran 
officers of the First National Trust & 
Savings Bank, San Diego, California. 
Harold M. Royle, vice-president and 
superintendent of the bank’s branches, 
has been elevated to the newly created 
office of executive vice-president. For- 
merly assistant vice-president and 
comptroller, A. Claude Wood is now 
vice-president and cashier, filling the 
post left vacant by the death of Claude 
A. Morrison. Vice-President A. P. 
Provost has been made secretary of 
the board of directors, another position 
formerly held by Mr. Morrison. 
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During 1953, some 55 officers of Bank 
of America served as presidents of lo- 
cal chambers of commerce in Califor- 
nia communities. Among them was A. 
J. Gock, chairman of the bank’s board 
of- directors, who recently completed 
his term as president of the Los An- 
geles Chamber. Newest member to 
join this group of civic leaders is Jesse 
W. Tapp, executive vice-president of 
the Bank’s San Francisco headquar- 
ters, who has been elected president of 
the San Francisco Chamber of Com- 
merce for 1954. Named assistant treas- 
urer of the same group is Philip S. Mc- 
Clure, assistant controller of American 
Trust Company. 
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Messmore -Kendall is president and 
George E. Patterson is executive vice- 
president of the new Palm Beach 
(Florida) Bank & Trust Company. 
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Ordinarily, if a banker let a 90-day 
note run for seven years, he might be 
subject to criticism. However, in the 
case of Irvin M. Shlenker, board chair- 
man of the Houston (Texas) National 


Bank, he was honored instead for do- 
ing so. For the note, in the amount of 
$50,000, was one which Mr. ‘Shlenker 
underwrote in 1946 to make possible 
the building of a home for underprivi- 
leged boys. 


In a surprise ceremony recently, 
the banker was 
named ‘‘Opti- 
mist of the 
Month” by the 
Downtown Op- 
timist Club of 
Houston. He 
was also pre- 
sented with an 


inscribed plaque, 
a canceled mort- 
gage note cover- 
ing indebtedness I M. 
on the boys’ 

home, and a framed scroll from the 52 
boys living there. 

In addition to his banking capacity, 
Mr. Shlenker is president of the Gulf- 
tex Drug Company and board chair- 
man of a local television station. He 
has been a leader for many years in 
work for underprivileged youngsters. 





SHLENKER 
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New president of the Oil City 
(Pennsylvania) National Bank is L. M. 
Campbel!, formerly vice-president and 
trust officer, who succeeds the late 
Harry J. Crawford. Mr. Campbell is 
also Secretary of Banking, Common- 
wealth of Pennsylvania, a post he has 
held for the past two years, and is a 
vice-president of Talon, Inc. 


Pennsylvanians promoted 
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L. M. CAMPBELL 





Burroughs Clearing House 


(> = eo 


Ww 


yw 


‘ 
4 
4 





Advanced to chairman of the board 
of the Oil City National is W. R. Reitz, 
a vice-president and director since 
1934, and president of the Quaker 
State Oil Refining Corporation. 

From assistant trust officer, M. B. 
Mitcham has been promoted to trust 
officer. 

. 


Ann Henry Fallon has been raised 
to assistant vice-president at Manufac- 
turers Trust Com- 
pany, New York, 
giving her the 
highest rank 
among the bank’s 
16 women officers. 
In the _ personnel 
department, Mrs. 
Fallon is the only 
woman member of 
the ‘‘President’s 
Committee on Employee Relations,” 
which visits all offices and departments 
and reports directly to the president 
on staff complaints and working con- 
ditions. 

Also named assistant vice-president 
is Gustav A. Cull, while Paul M. Ben- 
jamin, Joseph E. Lustig, Charles J. 
McGee and Harry Pragoff are now 
assistant secretaries. John F. Clausen, 
assistant treasurer, has been assigned 
to the out-of-town business depart- 
ment and his territory includes Arkan- 
sas, Louisiana, New Mexico, Okla- 
homa and Texas. 














A. H. FALLON 
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Following his retirement from the 
bench this month, Judge Bartholomew 
A. Sheehan of the 
Camden County 
Court will become 
president of the 
Camden (New Jer- 
sey) Trust Com- 
pany, in charge of 
its trust depart- 
ment. This depart- 
ment is the oldest 
and one of the , 
largest in the State. B. A. SHEEHAN 
rirst appointed as a 
member of the judiciary in the county 
in 1939, Judge Sheehan was at that time 
one of the youngest judges ever-to be 
named to the bench in New Jersey. 
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Jenkington Bank & Trust Company, 
one of the largest suburban Philadel- 
phia banks, has announced the election 
oi Richard W. Havens as president and 
chief executive officer. He was for- 
merly staff economist and _ financial 
‘visor with The Electric Storage 
‘ttery Company, and has also been 
“associated with the Federal Reserve 
Sank of Philadelphia and Lionel D. 


ihe & Company. 


Warren T. Locker, president since | 


3 nuary, 1954 




















122nd Annual Statement 





THE BANK OF 
NOVA SCOTIA 


Established 1832 


H. L. ENMAN C. SYDNEY FROST 
President General Manager 





CAPITAL AUTHORIZED 
$25,000,000 
CAPITAL PAID-UP 
$15,000,000 


RESERVE 
$33,000,000 





Condensed General Statement 
as at 3lst October, 1953 





ASSETS 
Cash, clearings and due from banks......... $174,653,009 
Government and other public securities not 

exceeding market value.................: 188,137,706 
Other bonds and stocks, not exceeding market 

sina orinn’ case. ss la atte ta a toc ae 21,424,357 
eee 42,927,750 
Other loans and discounts (after full provision 

for bad and doubtful debts).............. 495,403,336 
Liabilities of customers under acceptances and 

letters of credit (as per contra)........... 19,156,871 
De: MOOMMEES, 050.06 0s cansdceeeveeesse cess 23,364,659 
Other assets......ccscccccccccccevccesess 561,185 

$965,628,873 

LIABILITIES 
Notes in circulation..... ertnevedguvedsewe eS 32,810 
Sais. cess ican seeaecaweenaerannen 895,421,085 
Acceptances and letters of credit outstanding 19,156,871 
ee ee ee ae te 1,049,084 
RII is oa cs ad nicre aah ohne aaa 15,000,000 
eran eeeore nr 33,000,000 
Dividends declared and unpaid............. 905,716 
Balance of profits, as per Profit and Loss 

Account........ docenonscanews coeoenes 1,063,307 

$965,628,873 








GENERAL OFFICES: TORONTO, CANADA 


Branches across Canada and in 
JAMAICA e CUBA e PUERTO RICO 
DOMINICAN REPUBLIC 


LONDON, ENG. NEW YORK, U.S.A. 
108 Old Broad St. 37 Wall St. 
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1949, has become chairman of the 
board and will devote his time to busi- 
ness development. 


* 


A milestone at the Clinton Trust 
Company in New York City was the 
election of Miss Amelia Faiella as a 
vice-president, and 
Miss Doris Col- 
clough as an assist- 














ant vice-president. 
This marks the first 
tine that women 
have become offi- 
cers of the bank. 
Miss Faiella, for- 
mer secretary to 


A. FAIELLA 


Edward W. Smith 

board chairman and chief executive 
officer, will be in charge of personnel. 
Miss Colclough will serve as assistant 
personnel director. 

In other elections, Ernest Church 
and Louis Esposito have become as- 
sistant secretaries. 

. 

or the important contributions 
made by his company to the post-war 
recovery of Europe, Ralph T. Reed, 
president of American Express Com- 
pany, was recently honored by H. M. 
Juliana, Queen of the Netherlands, 
when he was decorated. with the insig- 


nia of Commander of the Order of 
_ Orange-Nassau. The award is the 
fourth Mr. Reed has received from 


European countries, the others hav- 
ing come from France, Norway and 
Greece. 

American Express announces that 
its first office in Australia is being 
opened this month in Sydney, on Cas- 
tlereagh Street. Thomas R. Richards, 
formerly manager of the company’s 
offices in Hong Kong and Singapore, 
has been named manager. 


eo 


On January 3 Henry Bailey Little 
celebrated his 103rd birthday anniver- 
sary, giving him strong claim to being 
America’s oldest banker. 

When last year Mr. Little became 
president-emeritus of the Institution 
for Savings, Newburyport, Massachu- 
setts, retiring from the presidency at 
102, there may have been some skepti- 
cism when he indicated that he’d still 
keep his hand in the bank’s affairs. 
But he’s done so, and his associates 
figure that he wants to keep an eye on 
things until the “youngster” who suc- 
ceeded him, 84-year-old William Balch, 
is thoroughly broken in. 

A Boston newspaper reporter visit- 
ing Mr. Little at the bank commented 
that his dimly lighted office, where he 
sits at a flat-top desk deep in a clutter 
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ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 60 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


Throughout 


CAPITAL - S/.60,000,000.00 
SURPLUS - S/.55,925,356.01 


"Peru's Oldest National Commercial Bank" 


the Country 

















HENRY B. LITTLE 


103-year-old banker 


of papers, documents and check books, 
looks like something out of Dickens. 

The centenarian is particularly proud 
of a watch charm that hangs from 
a gold chain across his vest. It 
is a South African sovereign that was 
given him by Oom Paul, the 19th cen- 
tury South African statesman, nearly 
three generations ago. 

Still looking ahead rather than to the 
past, Mr. Little is optimistic over the 
future and expresses the opinion that 
“business will continue to be all right.” 


4 


Mark Hodo has joined the Exchange 
Bank of Birmingham, Alabama, in an 
active capacity as 
chairman of the 
finance committee. 
He has been a di- 
rector and held the 
title of vice-presi- 


dent. He is also 
president of the 
City Federal Sav- 


ings and Loan As- 
sociation in Bir- 
mingham, and was 
formerly board 
chairman of Hodo Weaver Companies, 
one of the largest real estate and mort- 
gage loan companies in the ‘South. 





M. HODO 


* 


The: Commercial Bank of Australia 
Limited has announced that A. G. Sin- 
clair has been appointed manager, and 
E. T. Newton, named deputy manager, 
of the British and Foreign Department 
at the head office of the bank in Mel- 
bourne. 


4 


One of the leading bank authorities 
on government bonds retired at year- 
end. He is John H. Grier, vice-presi- 
dent, The First National Bank of Chi- 
cago. In charge of the bank’s govern- 
ment bond trading department since 


| 1934, Mr. Grier was in wide demand as 


Burroughs Clearing He::se 








a convention speaker because of his 
ability to forecast the course of the 
government market. 


* 


Under the leadership of President 
Harold H. Stout, the Bank of Rogers 
Park in metropolitan Chicago has ex- 
panded 80 per cent 
in the past two 
years, and its re- 
sources are now in 
excess of $18,000,- 
000. Last month the 
fast - growing insti- 
tution changed its 
name to The First 
Commercial Bank, 
as more accurately 
expressing the na- 
ture of the bank’s 
business. More than half of its accounts 
are in the commercial category, and it 
serves 65 major lines of industry in an 
area within a 50-mile radius of Chi- 
cago. . 

Mr. Stout was named president in 
1951, after serving as executive vice- 
president, and has been in Chicago 
banking for more than a quarter cen- 
tury. 





P 


H. H. STOUT 


° 


R. R. Hollington, partner of a Cleve- 
land law firm, has been elected presi- 
dent of The Ohio Bank and Savings 
Company, Findlay, Ohio, succeeding 
P. W. Ewing who died recently. Mr. 
Hollington is the son of the late VW’. A. 
Hollington who was president of the 
First National Bank of Findlay. 


© 


While it has an employee on its pay- 
roll drawing 50 cents a week, State- 
Planters Bank and Trust Company in 
Richmond, Virginia, is not concerned 
about running afoul of any minimum 
pay regulations. For the staff member 
involved is Rodent Controller “Tom,” 
a former alley cat who is on the rat- 
watch shift in the bank’s basement, 
and for his services draws the half- 
dollar week’s stipend which is carried 
as an official “general expense.” 

Tom’s services as a rodent guard 
have been widely publicized in print. 
The accompanying picture, showing 


Guard on bank payroll 
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CLUBTROLLER pocket filing 
sheets and binder contain all the 
necessary ledger information for 
1000 accounts. Patents pending, 


RAND M‘NALLY’S 


new Clubticllor system 


Rand M¢Nally has developed a new combination filing and posting system 
which effects tremendous savings in record keeping time. First tested and 
proved in a large Chicago bank, now more than half a million Christmas 
Club accounts are being kept on CLUBTROLLERS. 

The CLUBTROLLER Pocket Filing Sheet system eliminates all need for 
maintaining ledger cards or ledger sheets. The use of the COUPON itself, 
which carries all the necessary ledger information, including date of pay- 
ment, account number, payment number and accumulated balance, serves 


as a perfect posting record when filed in the CLUBTROLLER. 


Sorting of the coupons is reduced 90%! Coupons need only be sorted 
by color for each class, then by 100s. Thereafter it is a very simple and 
speedy operation to insert the coupons of each 100-group into the correct 
pockets since all are in view and easy to reach at one time. Thus the time- 
consuming numerical sequence sorting is eliminated. 


This new system will save time and money for your bank — write for 


further details on the Clubtroller System and on Rand M¢Nally’s full line 
of Christmas Club Supplies. 


RAND MSNALLY & COMPANY 


CHRISTMAS CLUB DIVISION 


111 EIGHTH AVENUE, NEW YORK 11 e P. O. BOX 7600, CHICAGO 80 


e 
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YOU SPEND 99% 
TO RECORD ON 1% 











Paper used for accounting records aver- 
ages only 1/100th of fotal accounting 
costs, even when you use the finest of 
recording papers. To shave this very 
slight expense, you could use inferior 
papers, but your accounting records are 
far too valuable for that infinitesimal 
“saving”. The most farsighted and effi- 
cient policy is obviously to use L. L. BROWN 
rag-content papers for all accounting 
work. 


For safety and true economy always 
specify L. L. BROWN papers. Your regu- 
lar supplier knows them thoroughly. He 
will gladly help you select the ones best 
suited to your particular needs. 


FREE 


booklet, “How to Get 
Greater Service and 
Value from Your Rec- 
ords and Letters”. It is 
a reliable and help- 
ful guide to selecting 
the right paper for 
each of your needs— 
recording or corre- 


spondence. 


L. L. BROWN 


LETTER & RECORD 


(=/PAPERS\L 


SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST 
Since 1849 



































t 
1 L. L. Brown Paper Co. 
Adams, Mass. 


Please send me FREE copy of “How to Get Greater 
i Service and Value from Your Records and Letters”. 


| Name 








| Title. 





Company 
Street 
| City 
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him receiving the blandishments of 
Miss Dorothy Newbill, staff member, 
first appeared on the front page of one 
of the local newspapers. 


© 


Reportedly the twelfth oldest bank 
in the nation, and the only one of com- 
parable age to be still located in its 
original building, The Newport (Rhode 
Island) National Bank last month cele- 
brated its 150th anniversary. 

Shown viewing a display of the 
bank’s records and documents dating 











On 150th anniversary 


back to its first days are, left to 
right: Augustus J. Martin, vice-presi- 
dent of the United States Trust Com- 
pany, New York City, who is a native 
of Newport and was guest of honor at 
the anniversary party; Cornelius C. 
Moore, president of the Newport insti- 
tution; and Cashier Jeremiah P. 
Maloney, looking at an old banknote 
plate. 


+ 


Gilbert Rendle has joined the Peo- 
ples National Bank of Norristown 
(Pennsylvania) as a_ vice-president, 
coming from The Wyoming National 
Bank of Wilkes-Barre. 

At the Wyoming National, Albert 
M. Bossard has advanced from cashier 
to president. New cashier is H. R. 
Whetzel, formerly with the National 
Bank of Chambersburg (Pennsylvania) 
in the same capacity. Charles A. Wal- 
ter has succeeded the late John R. 
Goode as trust officer, coming from the 
trust department of Girard Trust Corn 
Exchange Bank in Philadelphia. Miss 
Claire M. Blewitt has been advanced 
to assistant trust officer. 


+ 


From auditor, Ernest S. Stone has 
been named secretary of the Provi- 
dence (Rhode Island) Institution for 
Savings. 

+ 

The recent death of Grover C. Wey- 

land, president of the American Bank 


and Trust Company, Racine, Wiscon- 
sin, recalled the nationwide headlines 





he received in 1933 when his bank was 
held up by the Dillinger gang, which 
escaped with $28,000, taking Mr. Wey- 
land along as one of three hostages. 
After a 25-mile ride he was tied to a 
tree, but soon was able to free himself, 
and later helped to establish the iden- 
tity of the bandits. 

Mr. Weyland has served as president 
of the Racine bank since 1931. 


e 


Mason W. Smith has joined the 
First Security Corporation, Ogden, 
Utah, as assistant to Vice-President 
Willard L. Eccles, and will be con- 
cerned with business development and 
public relations work for the First Se- 
curity system of banks in Utah, Idaho 
and Wyoming. He was formerly man- 
ager of the business development de- 
partment at the Granite Trust Com- 
pany, Quincy, Massachusetts. 


& 


Richard R. Winters and Roger B. 
Donner have been upped to assistant 
vice-presidents at Peoples First Na- 
tional Bank & Trust Company, Pitts- 
burgh. P. A. Brown, Jr., R. C. Milsom 
and W. E. Wright are now assistant 
cashiers; B. S. Holmes and H. B. 
Smith have been elected trust officers ; 
E. A. Damrau, R. W. Harman and 
J. A. Richardson are assistant trust of- 
ficers; William J. King has been given 
the newly-created title of pension trust 
officer. 

. 


The opening of a new Irving Trust 
Company branch office at 46th Street 
and Madison Avenue in New York 
City was the occasion of much nostal- 
gic reminiscing, for the building occu- 
pies the former site of the old Ritz- 
Carlton hotel. 

Recognizing that the Ritz had been 
an important part of the gracious life 
of New York during a more leisurely 


and opulent era, Irving prepared a 
unique “sentimental portfolio” reviv- 


ing old memories of the famous hos- 
telry, as an adroit means of introducing 
the new branch. It is said to have drawn 


Introducing new branch 
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Site of historic hostelry 


Memento of the old “Ritz” 


an extremely active and favorable re- 
sponse from the top executives to 
whom the brochure was mailed. 

An accompanying view shows Louis 
Diat, one of the chefs brought over 
from London in 1910 to help launch the 
Ritz hotel, presenting a signed copy of 
his book, “Cooking at the Ritz,” to 
William B. Plate, vice-president in 
charge of the new Irving office, who is 
witnessing the autographing. 


2 


The Anglo California National Bank 


of San Francisco has announced the 
appointment of Delbert H. Pilliard 
as vice-president 


and manager of its 
new office in Stock- 
ton, California, 
which is expected 
to be opened for 
business early in 
1954. Howard E. 
Langford has been 
appointed assistant 


manager. 

Mr. Pilliard was p. W. PILLIARD 
previously  vice- 
president and manager of the bank’s 
office in Red Bluff. Mr. Langford, 


previously vice-president, cashier and 
secretary of the Bank of Newman, 


California, joined Anglo Bank last 
February. 

. 
J. Francis R. Packard has been 


lamed secretary of Fidelity-Philadel- 
yhia Trust Company, Philadelphia. 


« 


Carl P. Brickey of Norfolk has been 
‘levated to assistant vice-president of 


January, 1954 
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The Bank of Virginia. Two newly- 
elected auditors are Walter G. Smith in 
Norfolk and Robert A. Walter in Rich- 
mond. 


e 


Insurance manager for many years, 
Frederick G. Baker has been appointed 
assistant vice-president of The Man- 
hattan Savings Bank, New York City. 


* 
Colonial Trust Company in Pitts- 
burgh, Pennsylvania, has acquired the 


First National Bank of Wilkinsburg, 
and it has now become a branch office. 


- Sterling L. Wandell, president of the 


Wilkinsburg institution, is now a Colo- 
nial vice-president in charge of the 
branch, 


* 


At Guaranty Bank and Trust Com- 
pany, Worcester, Massachusetts, Lester 
H. Nelson has been advanced to vice- 
president, George D. Schunder to as- 
sistant treasurer, and Stanley V. Schold 
to auditor. 


* 


. Formerly a trust officer, John F. Fitz- 
gerald has been named a vice-president 
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transit bank handles your 
transit items with the skill, 
speed and efficiency that 
saves from one to three 
days collection time on 
many of them. Send direct 
through the Transit Cross- 
roads of the Nation. 


(Ommerce Jrust Ompany- 


Capital Funds Exceed 29 Millon Dollars 
KANSAS CITY'S LARGEST BANK 


Established 1865 


More Direct Sending Points Than Any Other Commercial Bank in the U. S 


MEMBER FEDERAL DE 
INSURANCE CORPORATION 
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A. SCHIEFER 


M. CASE 








R. SHERRILL A. BABBIT 

















A. McINTOSH G. HUTAFF 


Among 15 pre-Christmas promotions announced by the Bank of California N.A. 


of City Bank Farmers Trust Company 
in New York City. He is associated 
with the estate administration-personal 
trust division. 


«& 


Harold B. Farley has joined the 
First & American National Bank, 
Duluth, Minnesota, as a vice-president. 
For the past eight years he has been 
state director of the Federal Housing 
Administration in Minnesota. 


e 


Ivy J. Shuman has been named vice- 
president in charge of the correspond- 
ent bank department at the Citizens & 
Southern National Bank of South 
Carolina, - Columbia. He _ formerly 
headed correspondent activities at the 


Citizens & Southern National in At- 
lanta, Georgia. 


e 


Fifteen pre-Christmas promotions 
have been announced by The Bank of 
California N.A. 

At the San Francisco head office: 
Arthur W. Schiefer, assistant vice- 
president and senior investment officer 
in charge of the bank’s portfolio, has 
been advanced to _ vice-president. 
Named assistant vice-presidents are G. 
Harry Hutaff, formerly assistant cash- 
ier, and Andrew J. McIntosh, assistant 
manager of the foreign department. 
Elected assistant cashiers are B. P. 
Anderson, Jr., W. S. Creighton, D. I. 
Hawken and J. J. Schrieber. 

Marshall Case, who has been asso- 
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® SERVING THE BANKING PROFESSION FOR OVER 

@ 50 YEARS WITH FINE QUALITY BANKING FIXTURES 

) 

e The ETTL Furniture and 

* Manufacturing Company 

2 Headquarters: 1921-31 N. Twelfth St. 

® Toledo, Ohio. Phone ADams 8239- 

Bd Detroit Office: 1408 Broderick Tower, Phone WO. 3-9410 

& 

@ ETTL offers complete design service and are 
manufacturers of high quality fixtures. 

e 

* We are thinking about NEW or MODERNIZED FIXTURES for our bank. Without 

@ obligation please furnish complete information about your installations and ability 

a to discuss our program with us. 
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ciated with the Portland, Oregon, of- 
fice since 1910 and assistant manager 
since 1936, is now a vice-president. 

At the Seattle, Washington, office: 


Another assistant manager, Eric I. 
Wallberg, has been named a_ vice- 
president. W. G. Campbell, G. H. 


Neuman and P. F. Thomas have been 
elevated to assistant managers. 

Two other assistant managers, at 
Tacoma, Washington, have also been 
named vice-presidents. They are A. L. 
Babbit, with the office since 1911, and 
Ralph W. Sherrill. G. E. Satterthwaite 


is now an assistant manager. 
¢ 


Grant A. Martell has been promoted 
from assistant vice-president to second 
vice-president in the investment de- 
partment of New York Life Insurance 
Company, New York City. In his new 
capacity he will assume greater respon- 
sibilities in the management of a $4% 
billion investment portfolio. 


* 


New president of the Southwestern 
National Bank in El Paso, Texas, is 
Joseph F. Irvin, Jr. He formerly was 
vice-president and cashier of the 
Peoples National Bank of Tyler, Texas. 


* 


Twelve promotions have been: an- 
nounced by The Marine Midland Trust 
Company of New York, New York 
City. 

Heading the list are Matthew E. 
Coffey and William M. Bedell, moved 
up from assistant vice-presidents to 
vice-presidents. 

Edmund G. Nelson, Lester L. New- 
kirk, Camile B. Talisse and Frank J. 


V.P.’s at Marine Midland 


W. M. BEDELL 


M. E. COFFEY 





Burroughs Clearing House 
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Werner have been advanced from as- 
sistant treasurers to assistant vice- 
presidents. 

Elevated to official posts are J. 
Cangialosi, V. E. Collins, T. D. Led- 
with, W. D. Van Wart, assistant treas- 
urers, and G. F. Butterworth and C. W. 
Morton, assistant secretaries. 


5 


After 25 years with the Chase Na- 
tional Bank of New York, James L. 
Hoyt has joined the Peoples National 
Bank, Rock Hill, South Carolina, as a 
vice-president. Since 1946 Mr. Hoyt 
has been associated with the Southern 
division of Chase, handling the bank’s 
commercial accounts in the Carolinas 
and Georgia. He recently was named 
a second vice-president. 

7 


Implementing a program of expand- 
ed research and service, the addition 
of two men to the headquarters staff 
of The National Association of Bank 
Auditors and Comptrollers has been 
announced by Darrell R. Cochard, ex- 
ecutive secretary. 

Robert H. Bukowski has joined the 











G. BUSHNELL, Jr. R. BUKOWSKI 


N.A.B.A.C. staff additions 


staff as assistant secretary in the re- 
search and technical division. He has 
been an assistant cashier at the Cos- 
mopolitan National Bank of Chicago. 

George D. Bushnell, Jr., has become 
an assistant in the editorial division of 
N.A.B.A.C. He was previously asso- 
ciated with a Chicago 
agency. 


advertising 


a 


Rae C. Heiple, president of the Wash- 
ington (Illinois) State Bank and an 
attorney, was recently given the as- 
signment by the Supreme Court of the 
State of Illinois to prepare the motion 
to be presented to that Court for the 
admission of 406 applicants who had 
successfully passed the State Bar Ex- 
aniination, 

. 

\ppointment of two officers to newly 
Created positions has been announced 
by the Central National Bank of Cleve- 


land. Forde U. Steele, assistant vice- 
President, is now head of the new 


January, 1954 


planning department. Jack J. Luttner, 
assistant cashier, has been named off- 
cer in charge of a group of operating 
departments. 


5 


Eugene C. Zorn, Jr., recently named 
a deputy manager of the American 
Bankers Associa- 
tion, has been with 
the A.B.A. 


since 
1939 with the ex- 
ception of a period 


of war service. He 
previously was as- 
sociated with Fitch 
Investors Service 
as an investment 
and money market 
analyst, and as one of his A.B.A. func- 
tions he has been director of research. 
James E. Baum, deputy manager in 
charge of the Insurance and Protective 
Committee of the 
A.B.A., has been 
named by the Fed- 
eral Reserve Sys- 
tem to help the 
bankers of El Sal- 
vador devise meth- 
ods to prevent rob- 
beries. The first 
such robbery in the 
history of: the Cen- 
tral American republic recently resulted 
in a $48,000 loss. With this new assign- 
ment, Mr. Baum is rounding out 30 
years of service to the A.B.A. 
Following the retirement of Prentiss 
Jackson, the new advertising manager 
of “Banking,” 
A.B.A. journal, is 
John J. McCann, 
formerly western 
advertising manag- 
er. John R. Prann 
and Robert J. 
Stiehl, eastern 
representatives for 
the publication, 
have been ad- 
vanced to assistant advertising man- 
agers, with the latter continuing as 
director of educational displays. 





E. ZORN, Jr. 


J. McCANN 


* 


Promotions at The First National 
Bank of Memphis (Tennessee) have 
raised Stanley L. Snow and Walter L. 
Ireland to assistant vice-presidents, 
while Albert L. Johnson is now man- 
ager of the bond department. 


. 


James F. Feeney, Jr., has been ap- 
pointed assistant treasurer in the cor- 
respondent bank department of Girard 
Trust Corn Exchange Bank, Philadel- 
phia, and in his new capacity will cover 
the States of Delaware and Maryland 
as well as parts of Pennsylvania, West 
Virginia and New York. 



































‘STEERS 2<1RONG 
TUBULAR COIN WRAPPERS 





They save 20% of time in machine filling . .. 
their sole purpose. Slight pressure of 
the thumb and finger, and they pop 
open yet pack flat .1000 each 
denomination to the carton. Save 
space. In 6 colors for 6 diff- 
erent coins. A top per- 
former with Banks. 


BANDING 
STRAPS 


BETTER THAN 


RUBBER BANDS 


Ideal for packaging currency, deposit tick- 
ets, checks, etc. Better than rubber bands 
as they will not break or deteriorate 
with age. Size of band, 10 in. x 
% in. Made of strong brown 
Kraft. Gummed ends, 
1000 to a carton. 





The €. L. DOWNEY CO. — 
Dept.B «+ HANNIBAL, MO. 


Send Sample of .......--..- 
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.B 
SEN, General Manager 


Gentlemen, nada of Canada 


rogress | siity to serve Ame 
eo bitm pleased; thererors’yontreal reflect ins 


i ing 2 
j ever-increas 
arth of the porder .- 


t of 
Annual Statemer” teady growth. 


leas 
I am please” the 


1g First Bank is 0” 
rican ;t to you the 


Head Office: Mantreal 


e measure of 
en operating 


o submi 


deposits and out 


another year of increases in pe to the highest 


: al year, 1 
ing the past £1509. i 
During prought these 1 


h . 
our resources os accompanied by subs 


serves more 


se 
ited to make U 
ilities and exceptiona’ | . 
le of Canada at every P neo 
oe cate with us throug 
US. office. 


You are inv 





r balance she 


ory.--:: 
374,759.11. 


tantial 
than 2,000, 


tems age ee’ 
-year his 


of this Bank 


knowledge © Bue 
7 your O*Penk or through our neare 
mer 


ee Ae WY 


Bank OF MONTREAL 


1i-time high in 
clientele, 


ntial resources 


's substa 
jndustry an 
f the northward. 


Yours very truly, 






General Manager 


70 2 MILLION CANADIANS 


Statement of Condition ... October 31st, 1953 


ASSETS 
Cash on hand and due from banks and 
bankers . $ 298,784,604.12 


Notes of and cheques on other banks . 161,999,192.36 
Government and Other Public Secur- 
ities (mot exceeding market value) . 
Other Bonds, Debentures and Stocks 
(not exceeding market value) . . 


864,057,948.23 


118,432,878.12 
. « 70,491,996.27 
$1,513,766,619.10 
787,270,564.87 
22,358,524.78 


Ce bOSO6.« « © © « @ @ 





Commercial and Other Loans . . . 


Bank Premises oe 


Customers’ Liability under Acceptances 
and Letters of Credit (as per contra). 38,564,147.00 
2,414,883.36 


$2,364,374,739.11 


Other Assets . 2. « « 











600 BRANCHES ACROSS CANADA 


LIABILITIES 


Deposits ° . . . . . . . « $2,226,960,332.98 


Acceptances and Letters of Credit Out- 
a 


Other Liabilities . . . 
Capital . . . « 
Rest or Reserve Fund 
Undivided Profits . 


38,564,147.00 
2,144,722.16 


$36,000,000.00 
60,000,000.00 
705,536.97 96,705,536.97 


$2,364,374,739.11 








NEW YORK 5: 64 Wall Street—Cecil T. Aulph, 
Frank W. Hunter, Gordon V. Adams, Agents 
CHICAGO 3: Special Representative’s Office, 38 South Dearborn 
Street—William T. Burgess, Special Representative 
SAN FRANCISCO 4: Bank of Montreal (San Francisco), 
333 California Street-—Albert St. C. Nichol, President 
LONDON, ENGLAND: 47 Threadneedle Street, E. C. 2, 
g Waterloo Place, S.W. 1 
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CANADIAN BANKING 








New Bank Opens Doors 

The Mercantile Bank of Canada, the 
country’s 11th bank and the first to 
be chartered since 1928, opened its 
doors for business on December 7 in 
temporary offices at Montreal. The 
new bank is an affiliate of Nationale 
Handelsbank, Amsterdam, Holland, 
and was granted a charter last March. 

In approving the charter, the Ca- 
nadian Parliament considered that the 
new bank with its background and the 
assistance and personnel of the parent 
bank, could become a valuable asset to 
Canada in view of the requirements of 
an expanding foreign trade. 

President of The Mercantile Bank 
of Canada is Henri E. Moquette, man- 
aging director of the parent bank and 
a director of the Nederlands-Franse 
Bank, Amsterdam. Canadian director 
of the new bank is Arthur Cross, Mon- 
treal industrialist and a director of 
many Canadian shipping and steel com- 
panies. General manager is M. Visser, 
who has been with the parent company 
since 1927. 

The bank will open permanent head- 
quarters in Montreal at 255 St. James 
Street, West, early this year. In April 
or May a branch in Vancouver will 
be opened and will be managed by 
R. W. F. von Pestel. Both the Montreal 
and Vancouver offices will be staffed 
with about 30 employees and will 
handle all domestic and foreign com- 
mercial banking transactions. 
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Annual Reports 


The first six of Canada’s ten banks 
to report on business in 1953 showed 


By JAMES MONTAGNES 





H. Moquette, President 


A. Cross, Canadian Director 





M. Visser, General Manager 


Will head Canada’s newly chartered, 11th bank 


increases in loans, in record assets, and 
in profits. They also showed the high- 
est savings deposits in their histories. 
In each case the banks’ liquid positions 
revealed quick assets at half or better 
of the total liabilities to the public. The 
change from investments to loans re- 
flected the increasing demand for bank 
credit in the year. 

There was a definite drop in the 
liquid position of all the banks report- 
ing, resulting from the increased de- 
mand for bank credit. The Imperial 
Bank of Canada reported quick assets 
at 52 per cent of total liabilities as 
compared to 58.33 per cent last year; 
Canadian Bank of Commerce, 58 per 
cent as against 61.18 per cent; Bank of 
Montreal, 66.75 per cent as compared 
to 70.74 per cent; Bank of Nova Scotia, 
46.6 per cent as against 53.05 per cent; 
and Dominion Bank, 48.7 per cent as 
compared to 59.08 per cent in 1952. 

No profits statement is issued by 
Barclays Bank (Canada), one of the 


British Barclay group of banks. How- 
ever, general manager J. H. G. F. Vale 
reported that profits were maintained 
at a satisfactory level and that an in- 
crease in all phases of domestic Ca- 
nadian business was experienced. 

The accompanying chart shows the 
comparative figures for the six banks 
reporting. While both taxes and write- 
offs for premises were higher, the divi- 
dends paid were also higher. Some of 
the banks paid out extra dividends at 
the end of the year. 


a . an 


Bank Leaders Review 
Canada’s Economies 

In their recent annual addresses to 
shareholders, Canada’s bank leaders 
noted the appearance of certain soft 
spots in the economy, but could not 
foresee any serious recession. They did 
forecast a continuing industrial ex- 
pansion, and pointed to a need for the 


A definite drop in liquid position in 1953 resulted from the increased demand for bank credit 








CANADIAN BANK TRENDS—1953 
;+Canadian +tBarclays 
+Imperial Bank of +Bank of +;Dominion +Bank of Bank 

Bank Commerce Montreal Bank Nova Scotia (Canada) 
Total Assets 1953 $623,149,121 $1,911,815,744 $2,364,374,739 $507,896,525 $965,628,873 $32,868,880 
1952 586,540,603 1,821,030,755 2,286,477,931 517,836,558 914,379,975 33,705,949 
Loans & Discounts 1953 291,208,111 768,740,595 787,270,565 257,058,574 495,403,336 9,460,814 
1952 239,768,165 673,499,394 663,492,265 205,731,241 409,370,297 9,346,953 

Net Earnings 1953 3,653,100 12,514,210 14,675,082 3,443,710 7,141,015 ‘a 

1952 3,099,987 10,210,636 12,509,062 3,048,780 5,797,485 ? 

Net Profit 1953 1,402,167 5,789,242 7,042,677 1,393,459 3,011,398 * 

1952 1,318,996 4,510,641 5,668,778 1,158,556 2,538,166 * 

*No profits statement issued. +Fiscal year-end, 10/31/53. ++Fiscal year-end, 9/30/53. 
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Precision Manufacturers of 
PASSBOOKS for— 
Commercial Accounts 
Savings Accounts 
Loan Accounts 


CHECK COVERS for— 
End Stub Checks 
Top Stub Checks 
Three-on-a-page Checks 
Open End , 
Thumb Cut Envelopes 


A Complete line of— 
VINYL PLASTIC CHECK COVERS 
and COMMERCIAL PASSBOOKS 


SPECIALISTS IN PASSBOOKS AND 
FORMS FOR MACHINE POSTING 


Write for samples 
and prices today ! 


WILLIAM EXLINE INC. 


1270 Ontario Street + Cleveland 13, Ohio 





There IS a reason for 


Dene superiority 


'" VAULT 
VENTILATORS 





Engineered protection— 
designed and built in the 
knowledge that fresh air 
is your most important asset 
when lock-in occurs. 
No reduction in vault 
classification. 


Dieeee 
CANTON, OH10 @72 
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| were made on credit. 


| credit. 


further easing of international trade 
barriers. 

H. A. Stevenson, president of Bar- 
clays Bank (Canada), described one 
trouble spot as the tremendous in- 
crease in consumer credit buying. This 
over-extended consumer credit, he said, 
has become a “weak link in the chain 
of Canada’s domestic economy.” Al- 
most one-third of this year’s total re- 
tail purchases, Mr. Stevenson said, 
Their aggregate 
is approximately 50 per cent more than 
it was a year ago, and is getting on 
toward three times what it was in 


|- 1949. These figures, he concluded, were 


such as to cause apprehension. 


5 


Canada’s postwar national expansion 


| has created a framework of relatively 


stable conditions which will encourage 
private business to put forth the full 


| productive effort of which it is capable, 


L. S. Mackersey, president of the Im- 


| perial Bank of Canada, reported. Com- 


paring the Canadian and the United 
States economies since the war, Mr. 
Mackersey stated that Canada’s gen- 
eral development has not only been 
greater than that of the U.S., but has 
given more emphasis to investment in 
productive capacity rather than invest- 
ment in home building. This factor, 
he added, has resulted in a faster rise 
of per capita output in Canada. In the 


| past year or so, he said, there has been 


a sharp increase in production per per- 
son and this is likely to be the main 
factor in raising the index of indus- 
trial production for 1953 by some nine 
or ten per cent. 

J.S. Proctor, general manager of the 
Imperial Bank, in his annual report 
referred also to increasing consumer 
“While this situation,” he said, 
“is manageable under existing buoy- 
ant conditions and full employment, it 
would be only a matter of ordinary 
common sense to discourage further 
important expansion in consumer 
credit.” 

7 


Regarding international trade, C. 
Sydney Frost, general manager of the 
Bank of Nova Scotia, commented: 
“Some of our friends in the United 
States who are currently proposing 
new restrictions against imports, in- 
cluding such important Canadian pro- 
ducts as lead and zinc, frozen fish, 
fillets and oats, should take a good look 
at their trading relations with Canada. 
They. should observe that their current 
transactions with Canada result in a 
surplus for them now running at con- 
siderably over $1,000 million per 
annum. 

“They should realize that our ability 
to buy from them—and we are by far 
their largest customer—depends to a 
great extent on our ability to sell to 





them. They should reflect on the ob- 
vious fact that demands for protection 
against U. S. imports are growing in 
this country. This is so in part because 
their market is so difficult for many of 
our producers to enter, and also be- 
cause of threats that are too frequently 
raised against Canadian products 
which have gained a position in the 
U. S. market.” 


* 


Reviewing Canada’s “eighth succes- 
sive year of growth and prosperity,” 
H. L. Enman, president of the Bank of 
Nova Scotia, noted that the growth of 
Canadian production has far outstrip- 
ped the population rise. Canada today, 
he said, is producing more than twice 
as much as just before the war, and 214 
times as much as in the 1929 boom. He 
pointed out that “even the United 
States has not enlarged her output 
proportionately as much.” He felt that 
Canadians should be prepared to face 
keener competition both in export and 
domestic Canadian markets in view of 
the ending of shortages of basic com- 
modities which have been in worldwide 
demand in postwar years. He also 
anticipated some slackening of demand 
for automobiles, household appliances, 
and some types of industrial equip- 
ment. He forecast that Canada’s econo- 
my is likely to be more sensitive to U. 
S. developments than was the case 


during the mild recession in that 
country in 1949. 
7 — e 


Personnel News 

William Kerr has been appointed 
general manager of the Bank of To- 
ronto, succeeding L. G. Gillett, who 
continues as vice-president and direc- 
tor. Mr. Kerr started his banking 
career in 1912 with the former Ster- 
ling Bank of Canada; and after World 
War I, he joined the Bank of Toronto 
at Winnipeg. He became western 


Becomes general manager 


William Kerr, Bank of Toronto 
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superintendent in 1946, and assistant 
general manager at Toronto in 1949. 

Cc. D. O. McGill, chief supervisor 
of the Bank of Toronto, has been 
appointed superintendent at head office. 
He moved to Toronto as chief super- 
visor from the post of manager at the 
main branch, in Vancouver, in Sep- 
tember, 1952. 

During November the Bank of To- 
ronto appointed three assistant general 
managers at the Toronto head office. 
They were E. Brown, A. T. Lambert, 
and St. T. Paton. 
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Percival Huffman, manager of the 
London, England, branch of the Do- 

















O. Michael P. Huffman 


minion Bank since 1934, has been 
appointed assistant general manager 
of the bank with headquarters at Lon- 
don. He is succeeded as manager of the 
London branch by O. V. Michael, who 
joined the bank in 1928 at London. 
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W. E. McLaughlin, manager, main 
Montreal branch of the Royal Bank 
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W. McLaughlin 


J. Powell 


of Canada, has been appointed assis- 
tant general manager of the bank 
at head office in Montreal. He is suc- 
ceeded at the Montreal branch by J. W. 
Powell, Mr. McLaughlin joined the 
Royal Bank in 1936 and Mr. Powell in 
1932. 


e e ° 


Changing Mortgage Picture 

Last Fall the Canadian Parliament 
arnounced proposed revisions to the 
National Housing Act that would lift 
the ban on mortgage financing by 
Canada’s banks. In the past the coun- 
tiy’s bankers have opposed mortgage 
loans and have considered the ban as a 
potent safeguard. Many of them cite 
the ban as a principal reason the 


Jenuary, 1954 


Dominion’s banks did not experience 
failures or crises during the early 
1930’s. 

The major reason as announced by 
the government for entering the banks 
in the mortgage lending field is the 
widespread branch banking system. It 
was pointed out that “‘the benefits from 
participation by the banks in housing 
finance should be particularly impor- 
tant in those communities where other 
lending institutions have found it diffi- 
cult to provide facilities for making 
and servicing mortgage loans.” 

Since the original announcement the 
proposed changes have been under con- 
siderable discussion by the banks and 
by the Canadian Bankers Association. 
Currently, consultation is going on 
among the banks toward presenting 
briefs on the subject during the hear- 
ings on the changes in N.H.A. legisla- 
tion before the Parliamentary Banking 
Committee. 

The new lending field will pose prob- 
lems for the banks. They will be 
required to establish entire new de- 
partments for the operation, and to 
train men for the job in even their 
smallest branches throughout Canada. 
There are now close to 4,000 bank 
branches in the country. 

One of the banks’ biggest problems 
today is keeping an adequate staff in 
the face of increasing business. De- 
spite the innovation of the five-day week 
in larger centers, the staffing situation 
is serious. Not only is the turnover in 
girl employees large, but trained men 
are being enticed from the banks in 
ever larger numbers by better pay and 
shorter hours in other financial and 
business fields. 

The insurance companies, invest- 
ment organizations and mortgage in- 
stitutions have pointed out the -:possi- 
bilities of inflationary results inherent 
in the N.H.A. amendments. It is felt 
in some lending circles that more 
mortgage money will increase demand 
for labor, which is already in short 
supply, and thus jump up prices on 
houses. 

The other lending institutions have 
been lending money generally in larger 
cities and environs. The banks are 
expected to fill the requirements of 
the smaller communities because of 
their widespread branch operations. 

It is not expected that the revised 
legislation will come into operation 
until next summer. The measure must 
go through various committee stages 
in both houses of Parliament before it 
reaches a final vote. 

While the Canada Bank Act itself 
specifically bans mortgage lending by 
the Canadian banks, it is not believed 
necessary in banking circles that the 
Bank Act will require revision if the 
N.H.A. is changed. This, however, is 
a matter of government policy which 
has not yet been announced. 











Aluminum Portable 
Tellers’ Buses of 
Distinction 








Ask for 1953 Catalog 
"THE STOKES SYSTEM" 


@ PORTABLE BUSES 
@ COIN STORAGE LOCKERS 
@ ALUMINUM COIN TRAYS 


Quality Products Co., Inc. 


P.O. Box 3214 
CHARLOTTE 3, N.C. 
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Forty miles northeast of Tucson there 
is a rolling, cactus-studded desert area 
where, a few months ago, nobody lived. 


A few months from now this site will 
be the ultra-modern city of San Manuel, 
one of the 10 largest cities in Arizona. 


COPPER, of course, is the magic 
symbol that accounts: for this fantastic 
transformation. 


Magma Copper Company owns thou- 
sands of acres in the area, and through 
its subsidiary, the San Manuel Copper 
Corporation, is changing the landscape 
with a breath-taking vision that makes 
a piker of Aladdin and his wondrous 
lamp. 


In the first place, Uncle Sam agreed to 
buy $184 millions of copper ore from 
the San Manuel mines. 


Exploration disclosed enough low grade 
copper ore at the 700 ft. level to keep 
miners busy for 50 years. 


Of course this required a new crusher 
plant; a huge, multi-million dollar mill, 
smelter and a railroad. So RFC made 
. the largest business loan in history — 
$94 millions — to develop this ore body 
and produce copper. One hundred mil- 
lion dollars will be expended before the 
first dollar’s worth of copper goes to 
market. 


ARIZONA'S STATEWIDE BANK 


RESOURCES OVER $300 MILLION 


66 


* 


THAT MAKES A PIKER OF ALADDIN! 


San Manuel is expected to increase the 
total U. S. copper production by 8%, 
and the molybdenum production 16%. 
Last year, incidentally, Arizona pro- 
duced more than 42% of the nation’s 
copper ... more than 15% of the entire 
world output of copper. 


aie 

In addition to machinery and equip- 
ment, obviously an operation this size 
also requires thousands of workers. So 
Magma rolled up its sleeves and started 
on a scale that puts the Arabian Nights 
to shame. A complete, spanking-new 
town is being built to house the em- 
ployees and their families. 


First, an internationally-famous planner 
laid out the sites and winding roads. 
Then plans were drawn for modern, 
attractive, comfortable homes; for 
schools, churches, shopping centers; for 
playgrounds, utilities, sewers, paved 
streets, water systems, etc. 


The city of San Manuel is designed to 
house over 7,000 persons. It will be a 
model community in every respect, with 
swimming pools, public parks, a hospi- 
tal and theatre. Already homes and 
shops are being filled as rapidly as they 
are completed. 







VALLEY 
NATIONAL 
BANK 


Before the first ore is shipped, San 
Manuel will take its place among lead- 
ing Arizona cities with a payroll esti- 
mated at $10 millions annually. 


The entire town is literally springing up 
to blueprint specifications, built with $8 
millions supplied by private capital and 
managed by the builders, Del E. Webb 
Construction Company. An attractive 
city is planned, with neat lawns, trees 
and shrubbery. Starting from scratch, 
there will be no “wrong side” of the 
tracks, no slums. And with a firm 25- 
year Government commitment on its 
copper, San Manuel need fear no “ghost 
town” future. 


* * * * # 


The Valley National Bank is proud to 
be spearheading the group that is pro- 
viding interim building financing for 
the construction of the $8 million city. 


Our service is being extended to San 
Manuel, where we are establishing the 
34th office in our statewide system. The 
office is now functioning in temporary 
quarters, providing banking services for 
the army of construction workers. 


Even in this remote desert area, the 
experience, know-how and resources of 
the largest bank in the Rocky Mountain 
States are available, 





Home Office: Phoenix 


MEMBER FEDERAL 
DEPOSIT INSURANCE 


CORPORATION 


Burroughs Clearing House 


* 
aoe ee ee 











a 
n 
p 
p 
h 
C 
t! 
i 
b 
i 
I 


oe am set otf eet FF heel 























THE BOOKLET COUNTER 








Bank on Our Service . . . “Gener- 
ally speaking,” begins this booklet, 
“your bank provides three things: 
safety for funds, creative loans and 
transfer of funds.” But then the book- 
let goes on to tell very specifically of 
the bank’s services such as checking 
and savings accounts, various types of 
loans, safe deposit boxes, etc. Clever 
cartoons, simplicity of format, and 
terse language make this booklet an 
excellent example of this type of new 
business promotion. 


Bank Proprietorship Succession 
... This leaflet explains the purposes 
and functions of the Small Bank Tax 
and Research Foundation. The Foun- 
dation was set up by the North Dakota 
Bankers Association and has since 
been indorsed in three other states and 
is being considered in still others. 
Known as the “Barry Plan” it is de- 
signed to solve the problem of pro- 
prietorship succession in small and 
medium sized banks. The leaflet points 
out that one-fourth of the nation’s 
small and medium sized banks are 
doomed to fade in the next 29 years 
if the rate at which banks went out 
of existence in 1953 continues. Ten 
recommended financial tools and pro- 
cedures to facilitate bank purchases 
are then listed. 


Mobile Homes Survey .. . This 
booklet reports the results of a survey 
of lending institutions financing the 
retail sales of mobile homes. The book- 
let, which includes typical comment 
by a number of banks, predicts that by 
1955 the volume of mobile homes paper 
outstanding will total $500 million. 
Replies to the survey came from 45 
states, covering 82,214 accounts for an 
average of $1,897 per contract. The 
number and scope of the survey re- 
plies are sufficiently representative to 
provide an adequate analysis of mobile 
home financing experience. Loan offi- 
cers will be particularly interested in 
the questions-and-answers section. In 
it they will find revealing data from 
banks relating to delinquencies, re- 
pessessions, skips and the loss ratio on 
paper handled. 


Budgetary, Fiscal Problems... 
For better insight into the complicat- 
ed framework of the budgetary and 
fis-al problems of the Federal govern- 
ment, this speech by Joseph M. Dodge, 
budget director, is highly reeommend- 
ed Mr. Dodge points out that there 
Seems to have been “some unreason- 


January, 1954 

















You Can Bank On Our Service... 
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Good example offered of “bank services’ booklet 


able belief that a relatively small 
group of administrators could take 
over the tremendous, complicated 
mechanism and staff of Government 
and change its form, policies and 
direction immediately.” He cites some 
of the specific fiscal problems that have 
been inherited, analyzes current con- 
siderations facing the budget makers, 
and indicates some of the directions 
in which progress is being made. 


Lending Money is Our Business 
... lt is our living and the chief justi- 
fication for our existence, says this 
booklet of a large southern bank. It 
then lists and describes the various 
types of commercial and consumer 
loans available, and explains’ the 
bank’s loan policies as to credit re- 
quirements, rates and terms for each 
type of credit. Other banks will find 
a good example of the “direct ap- 
proach” type of promotion in this con- 
cise but informative booklet. 


For Business Movies . . . Many 
helpful hints in making sound movies 
for promotion or training purposes 
are contained in two illustrated book- 
lets offered by a camera manufacturer. 
One booklet describes and illustrates 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











the advantages of adapting magnetic 
soundtrack to 16 mm films. It tells how 
the double track is used to enable the 
operator to re-record sound as often 
as desired, automatically erasing the 
old sound as a new one is being re- 
corded. 

The other booklet, 24 pages, illus- 
trated, contains numerous tips on mak- 
ing magnetic sound movies. The sug- 
gestions cover such things as planning 
the movie, dialoguing, shot variances, 
sound scripting, recording, etc. 


Air-Conditioned America .. . 
Within the next five years more than 
two million homes in the United States 
will be fully air conditioned, as com- 
pared to 100,000 today. By 1963 the 
industry’s annual sales, including in- 
dustrial and commercial installations, 
will exceed $5 billion. The potential 
market for central system equipment 
in industrial and commercial struc- 
tures will increase from $600 million 
in 1953 to $2 billion in 1959. These 
predictions are contained in an ap- 
praisal of the air conditioning in- 
dustry made by the American Insti- 
tute of Management. The study traces 
the growth of the industry, tells of its 
effect on business, explains different 
systems, considers the troubles in- 
volved and otherwise gives much 
information of value to bank loan 
officers and new business departments. 


Bank Designing . . . A large in- 
ternational firm of bank design and 
construction specialists offers this 
booklet to banks that are considering 
the modernization of old or the con- 
struction of new banking quarters. 
The booklet is beautifully done in 
color, contains many illustrations of 
bank exteriors and interiors, and of- 
fers valuable tips on bank designing. 
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A TIME-SAVING NEW COUPON-LEDGER 


PLAN FOR INSTALLMENT LOAN 
ACCOUNTING WITH THE 


Bunnwugls Sewsimatic 


ACCOUNTING 


MACHINE 












Here’s something new in bank installment 
accounting! With the new and exclusive Bur- 
roughs Sensimatic Coupon-Ledger Plan you 
can now create a better coupon book at the 
same time as you pre-schedule installment loan 
ledgers. 


With the economical, easy-to-operate Sensi- 
matic, personnel quickly become expert. And 
your customers will like the system, too. For 
one thing, coupons are clear and readable, 
give complete data, including the balance after 


each payment. And service is speeded —in one 
bank where this plan is in use, five customers 
are served in the time formerly required to 
serve one. 


There’s no reason why you should not enjoy 
the time- and money-saving advantages of the 
Burroughs Sensimatic Coupon-Ledger Plan in 
your installment loan operations. See for your- 
self how simple it is. Make it a point to call 
your Burroughs man soon—or write direct to 
Burroughs Corporation, Detroit 32, Michigan. 








WHEREVER THERE’S BUSINESS THERE’S 





Burroughs 





Burroughs Clearing House 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Priority of Liens 

A building and its land in Alaska 
between 1950 and 1952 was placed 
under three incumbrances, in this 
order: (1) December, 1950, a bank’s 
first mortgage lien after the building 
was already in existence on the land, 
(2) October, 1951, a materialman’s 
lien for materials used on the build- 
ing, enhancing the value of the land, 
and (3) June, 1952, a second mort- 
gage. 

During foreclosure proceedings that 
followed the District Court in Alaska 
held that the materialman’s lien was 
entitled to priority over the first mort- 
gage in view of the fact that the en- 
forcement of the materialman’s lien 
was not shown to diminish the security 
of the antecedent mortgage. 

The pertinent provision in the Alas- 
kan Code reads: “All liens created by 
this code upon any building or other 
improvements [i. e. all mechanics and 
materialmen’s liens] shall be preferred 
to all prior liens, mortgages, or other 
incumbrances upon the land upon 
which the building or other improve- 
ment shall have been constructed or 
situated when altered or repaired.” 

The Court said that since all the 
parties prayed that the property be 
sold to satisfy their liens, the ques- 
tion of severability of the building 
from the land was not material, and 
that the priority of liens was (1) the 
materialman’s; (2) the bank; and (3) 
the second mortgagee. 

The foreclosure by the materialman 
was upheld and the puchaser took sub- 
ject to the other liens. 

First Nat. Bank of Anchorage v. Vasey 
et al., 114 F. Supp. 913 (1953) 


Credit Union Indemnity 


The rules pertaining to the faithful- 
performance-of-duties coverage of a 
treasurer have been held by the United 
States Court of Appeals for the Fifth 
Circuit (Florida) as covering the neg- 
ligence of employees of a Federal 
credit union. The court of appeals 
overruled its district court in the 
action. 

It was alleged that the treasurer 
and assistant treasurer of the credit 
union failed to perform their duties 
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faithfully in that they carelessly 
and negligently used the credit union 
funds in honoring forty-six drafts. 
These were issued by one company 
payable to the order of another com- 
pany and bearing the forged or un- 
authorized endorsements of the payee. 

The negligence consisted of (1) not 
requiring the person presenting thirty- 
eight of the drafts to endorse them, 
and (2) in then endorsing the drafts 
in behalf of the Credit Union in blank. 
Thus these actions guaranteed the 
validity and authenticity of all prior 
endorsements, and warranted that the 
Credit Union had good title to the 
drafts. 

The drafts were deposited to the 
Credit Union’s account in its bank of 
deposit. That bank credited the ac- 
count and forwarded the drafts to 
another bank. When the drafts were 
presented by the second bank to the 
drawer, they were paid. 

Upon discovery of the forgery the 
credit union’s bank of deposit de- 
manded from the credit union pay- 
ment of all of the drafts amounting to 
$19,000. Notice of loss was duly given 
to the defendant indemnity company, 
but it refused to pay on the grounds 


that its bond did not cover the circum- 
stances. 

The Court overruled the defendant’s 
contention that the act of the credit 
union in cashing the drafts was ultra 
vires, i.e. unauthorized by statute or 
charter, and that the banks involved 
and the drawer of the draft had either 
actual or constructive knowledge of 
that fact, so that the credit union’s 
repayment to its bank was voluntary 
and could not have been enforced by 
the bank. 

Said the court, “The Federal Credit 
Union Act vested plaintiff with cer- 
tain enumerated powers including the 
power ‘to make contracts’ and ‘to make 
deposits in national banks and in State 
banks’ and by clear implication plain- 
tiff possessed the incidental power to 
indorse and deposit the checks and 
drafts which it acquired.” 

The endorsement of the drafts by 
the credit union transferred no title 
to its bank of deposit in view of the 
forged endorsements. Therefore, the 
credit union’s legal obligation was to 
repay to the bank the moneys that the 
credit union had received from it on 
account of the drafts. In the absence 
of contrary instructions from the in- 
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The Canadian Pacific Express Company 
issues United States Dollar Travellers 
Cheques and Money Orders payable 
in United States dollars. 

Redeemable at par by 
The National City Bank of New York, 
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demnity company and in the light of 
its refusal to pay the loss, it was not 
necessary for the credit union to wait 
until suit had been filed against it by 
its bank before repaying that bank. 
The Court concluded: “We cannot 
say that the complaint, considered in 
the light of its allegations and the 
evidence that might be introduced 
thereunder, would entitle plaintiff to 
no relief under any state of facts 
which could be proved in support of 
the claim.” 
King Edward Employees Federal 
Credit Union V. Indemnity 
Company, 206 F. 2d 726 (1953) 


Delivery of a Git 


Not infrequently an owner of securi- 
ties who does not want to part with 
his securities during his lifetime 
makes special arrangements to bestow 
them as personal gifts. Not all such 
arrangements are valid, as witness the 
following case recently before the 
Court of Appeals of Tennessee, West- 
ern Section. 

A niece occupied the place of a 
daughter in the affections of an uncle- 
in-law, having lived in his home from 
the time she was three. Intending to 
give the niece share certificates in 
three different companies, the uncle 





when 
planning 


BUILD 


REMODEL 


select 


Special design. Watson commercial teller’s cage 


Bank Counter Equipment 
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WATSON makes a complete line of Standard 
Bank Counter Equipment . . . OR— 
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took the following steps. 

He placed the stocks in a sealed 
envelope on which he made an endorse- 
ment, noting the date as August 12, 
1948. The endorsement read: “To be 
given to Miss Doris Collins at my 
death. F. E. Walker.” The envelope 
was placed in a safety deposit box. 
For some time both uncle and niece 
held keys to this deposit box, but dur- 
ing the last years of his life, both 
keys were in the custody of the niece. 

The niece knew of the envelope but 
made no effort to ascertain its con- 
tents or in any manner to take any 
manual possession of it. The incident 
was never discussed between the uncle 
and niece. Dividends of both stock and 


| cash were treated by both parties as 


the property of the uncle. 

Upon the uncle’s death his executrix 
asked the court to decide whether the 
stock belonged to his Estate or be- 
longed to the niece. Both a lower court 
and the Appellate Court held that they 


| belonged in his Estate. The central 


issue was whether complete delivery 


| of the gift had been made. 


The deceased had not gone into the 
lock box for about four years prior 
to his death. On occasions when it was 


necessary to sell some stock to obtain 


cash for living expenses, his niece had 
brought certificates to her uncle and 
he selected the ones to be sold. 

Counsel for the donee contended that 
the court should have applied the rule 
applicable to negotiable instruments. 
That is, that the legal holder of a 
negotiable instrument is the prima- 
facie owner thereof, and the burden of 
proof is upon anyone asserting the 
contrary. Under this rule the doubt 
with respect to the delivery should 
have been resolved in favor of the 
donee instead of against her. In other 
words, it was contended that the strict 
rule requiring doubts to be resolved 
against a gift, does not apply in a case 
of a gift, or a gratuitous assignment 
of negotiable instrument, or one which 
has all such characteristics. 

“The general rule applicable to 
gifts,” declared the court, “applies no 
less to gratuitous assignments of cor- 
porate stock than to gifts of any other 
kind of personal property or interest 
therein. However, where the intent to 
make a gift of a present interest is 
unmistakable, and it appears equally 
without doubt that the donor intended 
to make a delivery and thought he had 
done so, or failed to do so by mere 
inadvertence, any doubt arising from 
the fact that the circumstances bear- 
ing on the delivery were susceptible to 
diverse inferences, ought to be re- 
solved, we think, in favor of the gift. 

“But we are reluctantly forced to 
conclude that the circumstances of this 
case leave no room for a doubt that 
there was no effectual delivery of the 
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stock in the lifetime of the deceased, 
and none was intended. 

“It is certainly true . that no 
stronger evidence of intention to give 
a negotiable instrument could be 
offered than proof of a bona fide en- 
dorsement of such an instrument by 
the donor to the donee. *** And this 
we think is no less true of a written 
assignment of a certificate of stock 
such as we have in this case. But such 
an intention, however certain, is in- 
effectual unless carried out by delivery 
in the lifetime of the alleged donor, 
and this means a delivery with an in- 
tention to pass a present interest in 
the stock. ***.” 

Furthermore, the Court found no 
constructive delivery, saying that the 
possession was for a twofold purpose: 
(1) to give the niece access to her 
own possessions, and (2) to give her, 
as the deceased’s confidential agent, 
access to his possessions to enable her 
to transact the business which he en- 
trusted to her. The possession of the 
keys under these circumstances gave 
the niece, Miss Collins, no more domin- 
ion over the sealed envelope and 
its contents than it did over the other 
stocks in the box belonging to the 
deceased. The very most that could be 
said is that the contents of the lock 
box were in the joint custody of the 
deceased and Miss Collins, and this 
refuted rather than supported her 
claim. 

“A very simple test, it seems to us, 
is,” the court concluded, “could Miss 
Collins have maintained an action 
against the deceased to obtain pos- 
session of the contents of the en- 
velope? Clearly not; because by the 
inscription he had retained physical 
control of the envelope during his life- 
time.” 

Collins et al v. Alexander, 260 S.W. 2d 
414 (1952) 
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trol of inflation and deflation; the ob- 
jectives of monetary policy; the struc- 
ture of short-term money markets; 
and government policies and activities 
in relation to the money markets. 

The spring semester deals with 
“Human Relations in Banking.” Dr. 
Mason Haire, Associate Professor of 
"sychology at U. C., has been the 
instructor. 

This is a course in the fundamental 
principles of psychology as applied to 
human behavior, with particular ref- 
erence to the human relationships 
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CONDENSED STATEMENT AS AT OCTOBER 31sT, 1953 


ASSETS 


Cash on hand and in other banks........eeee. 
Government and other Securities 
Call Loans 


SOO GHEE QOS 6660 cddedew wien 
Current Loans 
ee Db on cnccwh desea caer eaeeeeeeen 
Acceptances and Letters of Credit 
Sundry Assets 


ee eee ee eeee 


ee 


LIABILITIES 


DS ob k:c ce tvs nad cee eheewenaanes 
ET MII, 5 iunk ddwensaavcchusanwees 
Total liabilities to the public....... 
Acceptances and Letters of Credit outstanding. . 
Capital paid-up 
Reserve Fund 


ee 


$108,830,677 
107,885,568 
17,092,795 


$233,809,040 


257,031,886 
8,116,264 
8,711,339 

227,996 
$507,896,525 


$478,740,838 
801,886 
$479,542,724 
8,711,339 
7,000,000 
12,000,000 
642,462 





PROFIT AND LOSS ACCOUNT 


Year Ended October 31st, 1953 
Profits after making appropriations to 

Cmtieency TOOSrvel . ..... 6 .scccceseevs 

Less: Depreciation 
Income Taxes 
Oe SS is ecidwe senda dencnadeeweaeeaabase 
Ne A ns iw gigas @ (oa tirat a is ata a 
Profit & Loses carried forward. ......ceccecceses 
Balance of Profit & Loss, October 31st, 1952.... 


ee) 


Less: Transfer to reserve fund...........sceee 
Balance of Profit & Loss, October 31st, 1953.... 


ROBERT RAE 


- $ 3,443,710 


620,251 
1,430,000 
$ 1,393,459 
910,000 
$ 483,459 
1,159,003 
$ 1,642,462 
1,000,000 
$ 642,462 
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HEAD OFFICE—TORONTO, CANADA 


New York Agency—49 Wall Street 


B. E. HULL, Agent 
H. S. WHITE, Assistant Agent 


E. A. QUACKENBUSH, Assistant Agent 
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HOLIDAY and ADVERTISING STANDARDS 


These useful standards are filling a much desired 
need in Banks from coast to coast. Displayed in 
suitable locations, on adjustable height stands, 
they are both conspicuous and in excellent taste. 














* Chrome Standard illustrated is adjustable from 
45” to 73” in height. 


Frame Size: 1144" high by 18'/4” wide. (Specify 
Black, Walnut or Mahogany Bakelite Displays) 


HOLIDAY STANDARDS—complete with plates of 
all Holidays observed in your State... $55.00 


ADVERTISING STANDARD—complete with Frame 
and Four Displays (sug- 
“> list furnished) ....... 





ern $65.00 

AND ’ DAY and ADVERTISING 
PRESTIGE 4 STANDARD — consisting 

OF A PERSONAI : of one Standard, one 


' Holiday Head complete 
CHECKING ACCOUN y eee 

and Advertising Frame 
with four Displays $95.00 
*Bronze Finish, add 
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characteristic of the banking profes- 
sion. Various aspects of the supervisor- 
subordinate relationship are analyzed 
and discussed, including problems of 
dealing with subordinates, the mean- 
ing of productivity in banking opera- 
tions and methods of improving it, 
the nature and practice of effective 
leadership, and problems of communi- 
cation within the institutional struc- 
ture of a bank. Ways of modifying 
behavior to improve this relationship 
are considered. Attention is focused 
on the special problems of dealing with 
the bank’s customers and the problems 
of community relations peculiar to 
banking. Personality traits necessary 
for satisfactory person-to-person con- 
tacts at all levels of the banker-public 
relationship are summarized. 


OR the second year class, the sub- 

ject for both fall and_ the 
spring semester is “Managing the 
Bank’s Resources.” The _ instructor 
throughout the year is Dr. Frank L. 
Kidner, Professor of Economics and 
Director of the Bureau of Business and 
Economic Research at U. C. 

The fall semester begins a discussion 
of capital funds and deposits. Among 
the aspects of the subject considered 
are the legal requirements for capital 
and surplus; the regulation of banks 
and the banking system; sources and 
uses of bank funds; the “portfolio 
problem’’; liquidity needs and the pro- 
tective employment of funds; commer- 
cial loan policy; legal factors in bank 
lending; interest rates on loans; credit 
analysis in relation to price history 
and business cycles; tools of credit 
analysis; credit department opera- 
tions; supervision of loans. 

The spring semester is a continua- 
tion of that course. It includes dis- 
cussion of special loan types (term 
and secured business loans, consumer 
credit, real estate loans, agricultural 
credit, loans for financing internation- 
al trade); bank investment policies 
and procedures; quality, diversifica- 
tion, maturity and yield of invest- 
ments; portfolio problems and _ poli- 
cies; bank earnings and costs; analysis 
of bank income statements; uses of 
bank profits. 

During the second and third years 
we draw on outside specialists. For 
this purpose the San Francisco banks 
are contributing their best men in all 
phases of banking. When the class 
takes up banking regulation, for ex- 
ample, top officials of the four regula- 
tory bodies participate. These officers 
discuss what they look for in conduct- 
ing bank examinations. 


N the third year the theme for the 
fall semester is “Advanced Human 
Relations for the Bank Executive.” 
The instructor is Dr. Richard L. Cut- 
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ler, Assistant Professor of Psychology 
at U. C. 

This course presumes a basic knowl- 
edge of the principles of human rela- 
tions as provided in the first-year 
course, “Human Relations in Bank- 
ing.” More advanced treatment is 
given to the theoretical aspects of the 
subject and to the practical applica- 
tions of the principles involved. Atten- 
tion is directed to the psychological 
implications of personnel problems, 
with special reference to training, pro- 
motion policies, merit rating, super- 
visory development, and delegation of 
authority. Consideration is also given 
to the psychological implications of 
managerial responsibilities concerning 
such factors as size and decentraliza- 
tion, technological changes in banking, 
and community relations. 


HE spring semester for seniors 

will be a “Seminar in Problems 
of Bank Management.” The instructor 
is Dr. Donald R. Hodgman, Assistant 
Professor of Economics at U. C. 

Final plans for this course are now 
being crystallized. Each session will be 
a seminar, a discussion of practical 
problems confronted by bank execu- 
tives in carrying out their managerial 
responsibilities. These problems will be 
analyzed and studied by the case meth- 
od, and include cases of national sig- 
nificance as well as those of particular 
import to this area. We plan to conduct 
some management committee sessions, 
such as the whole class functioning as 
the loan committee with bank loan 
officials participating. This Seminar 
will also include problems in person- 
nel and customer relations, bank earn- 
ings and costs of operation, and invest- 
ment portfolio management. 

Each student who satisfactorily 
completes the approved three-year pro- 
gram will be awarded a Certificate in 
Bank Management by University Ex- 
tension, University of California. 
These certificates will be presented at 
an appropriate class graduation cere- 
mony. 

The presidents of the San Francisco 
banks have given their personal sup- 
port to the program, and we have had 
excellent cooperation from other top 
executives. For example, in the second 
year’s work, “Managing the Bank’s 
Resources,” some 40 bank officers and 
supervisory agency officials have par- 
ticipated on the basis of their particu- 
lar specialties. One of the special ad- 
vantages of this program is the fine 
way in which these practical, experi- 
enced bank officers have not only helped 
in making it up but are also participat- 
ing in giving it. 

A tremendous amount of work has 
been done by the members of the ad- 
visory committee in building this pro- 
gram. Currently, this committee con- 
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“How RIFKIN SAFETY SACS with ARCOLOCK® 






Solved Our 


Night Deposit Problems” 


Although night depository volume had 
been satisfactory, Mr. G. Winfred Baker, 
Assistant Cashier of the Allentown 
National Bank, Allentown, Pa., felt that 
night deposit efficiency was literally slip- 
ping through the loose padlock system 
the bank employed. Costly man hours 
were being squandered searching for lost 
padlocks, mislaid keys, and locating keys 
on the board. 


Determined to eliminate this handling 


loss, Mr. Baker called in A. Rifkin & Company...subsequently installed Rifkin Safety 
Sacs with permanent ARCOLOCK®...and a foolproof master-key system. This system 
enabled the bank to open the hundreds of bags with one master-key while individual 
customers were protected with separately keyed ARCOLOCKsS. Since this switch-over, 
the Allentown National Bank reports a tremendous gain in bag-handling time, greater 
customer satisfaction, and actual dollar savings in the depository operation. 


The Allentown experience is just one reason why Rifkin Safety Sacs with ARCOLOCK, 


mail sacs, currency bags, zipper and drawstring coin bags...all handsomely silk 
screened or embroidered . . . are used in over 50% of the nation’s banks. 
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MAIL AND 
CURRENCY SACS 


Find out how Rifkin “Quality” currency bags 


can add to your efficiency and public relations. Write 
A. Rifkin & Co., Wilkes-Barre § Pennsylvania 


for complete catalog and sample bags. 














Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need .. . at 
most economical prices. 

Send for free illustrated catalog 
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DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/." x 10” two lines of copy, $9.00 
on bronze easel—other styles available 


‘*Bronze Tablet Headquarters" 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 
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Put away, the 
Checkerette 
stores like a 
folding chair. 
Needed, it can 
be carried to the 
spot and set up 
in a few min- 
utes, without 
tools. Made of 
heavy gauge 
steel and dur- 
ably construct- 
ed, it stands rig- 
id in use. Two hat shelves and 4-foot bar 
for coat hangers (or 32 straddle hooks) 
that can be assembled at heights for chil- 
dren, adults or long robes. Ideal for 
schools, churches, factories, offices, homes, 
coffee shops—for parties, luncheon groups 
—for stand-by or permanent installations. 
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VALET RACKS 
Commercial, industrial Stationary and portable 
and institutional wardrobe equip- Wardrobe and Locker Racks 
ment and complete checkrooms. for the office and the home 


Write for Catalog CT-15 


VOGEL-PETERSON CO. 


1121 WEST 37th STREET * CHICAGO 9, U.S.A. 








sists of the following members, listed 
alphabetically : 

Dr. Thomas N. Barrows, Associate 
Director, University Extension, U. C.; 
Lewis L. Bush, vice-president, Ameri- 
can Trust Company; Dr. Ira B. Cross, 
Flood Professor of Economics, Emer- 
itus, U. C., and Dean of the Faculty, 
San Francisco Chapter of A.I.B.; Mil- 
ton H. Esberg, Jr., President of Con- 
sultants, Inc., and Public Relations 
Counsel for University Extension, U. 
C.; Albert Frietzsche, vice-president, 
The San Francisco Bank; Lloyd E. 
Graybiel, vice-president, American 
Trust Company; Ewald T. Grether, 
Dean of the School of Business Ad- 
ministration and Flood Professor of 
Economics, U. C.; F. Gustafson, Jr., 
Executive Secretary, San Francisco 
Chapter, A.I.B.; Dr. George C. Halver- 
son, Head, Business Administration 
Extension, U. C.; Alfred J. Mayman, 
vice-president and cashier, The Bank 
of California N. A.; Ralph H. Morrill, 
assistant vice-president, Federal Re- 
serve Bank of San Francisco; J. Philip 
Nathan, vice-president and controller, 
The Anglo California National Bank; 
William Pflueger, vice-president, 
Crocker First National Bank; O. E. 
Reddington, director of staff training, 
Bank of America N.T.&S.A.; C. K. 
Schieck, cashier, Pacific National 
Bank; and R. L. Wallace, cashier of 
the Wells Fargo Bank & Union Trust 
Company. 

Another valued member was Rogers 
W. Kimberling of The Bank of Cali- 
fornia, who assumed new duties on 
August 1 as vice-president of the 
bank’s office in Portland, Oregon. 

If bankers in other cities would like 
to know more of the workings of the 
program, it is suggested that they 
write to Dr. Baldwin M. Woods, Vice- 
President—University Extension, Uni- 
versity of California, 2441 Bancroft 
Way, Berkeley 4, California. 
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PRACTICAL 
AUDIT PLAN 


CONTINUED FROM PAGE 35 


It should be shown that sound audit 
procedures not only protect the bank 
and its employees, but insure more 
efficient operations in all departments. 
Good auditing is a safeguard against 
mistakes. It encourages better meth- 
ods and more efficient operations. Its 
purpose is not detection, but preven- 
tion. 

The manual contains a check list 
covering many bank operations. A 
comparison of your own bank’s prac- 
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tices with the recommended pro- 
cedures and dual controls is essential 
to proper installation of the audit pro- 
gram. Unless you are different from 
most small banks, you will find many 


. of your own procedures which can be a 
. improved. T 4 r 
E thought we had a well-man- 
aged institution here at Security 
Bank. Nevertheless, after checking “ P 7 N 
our procedures against the internal 
controls suggested in the new manual, 


we found many operations which could 

. be improved with but little additional T 4 AT Finger grip never touches 
equipment or labor. A few examples | ink. No chance for ink to 
are: 


1. Our unused stock of bank drafts | 
was formerly uncontrolled. Such stock 
is now kept in a locked compartment, 


FILLS WW prez mnnw 


and a running inventory maintained. S locked” against acci- 

2. Cash items were formerly car- ; dental spillage. Only the 
ried by each teller. They are now con- pen unlocks the ink. 
centrated under the control of the 
first teller. 

3. We formerly permitted “long” / fountain bese nels “ 
and “short” cash entries to offset each times more ink than 
other. We now maintain separate ac- ordinary fountain pen. 
counts for “Cash Over” and “Cash , Won't leak. Won't flood. 


Short”’ in the general ledger. The 
control of cash errors is much more 
effective. 

4. Savings account balances were 
formerly not confirmed unless the 
depositor called with his book. We 
found over $80,000 in savings accounts \S 
where there had been no confirma- RS Z 2p 7g Model 444 
tion with the depositor for from five 
to fifteen years. No deposits or with- 
drawals had been made on these ac- 
counts during the above period. We 
now confirm all savings account bal- 
ances directly with each depositor on 
semi-annual interest payment dates by 
mailed notices. 

5. New and renewal notes now re- 
quire the initials of two officers. Good- 
ness knows why we had not been doing 
this before! We have come to like the 
practice very much. 

6. Keys to unrented safety deposit 
boxes were formerly hung on a board 
in the bank vault, accessible to any- 
one. They are now kept under control 


Easy to clean as a saucer. 









Here’s a desk pen that’s always ready to 


of two officers, in a locked compart- write the instant you pick it up—a full 

4 ment. page or more without redipping. Pen auto- 
A control sheet supplied with the matically fills itself from ink fountain in 
manual makes it easy to organize the the base. Fountain base needs filling only 


assignment of various audit functions 
to employees. Eleven of our sixteen (a 
employees were assigned audit respon- ASK YOUR STATIONER FOR A DEMONSTRATION PP oconnn, 
sibilities. The record also indicates Fe emact in 
the audit frequencies for each par- F REPLACE ...WeRt’s uc 
ticular function, which may be weekly, # ALL YOU DO 

monthly, semi-annually or annually. Hy . A 
Our own schedule for fifty-two audits | 4 


is: one  semi-monthly, thirty-six 


4 times a year in normal use. 











monthly, thirteen semi-annually, and | DESK PEN SETS 
two annually. _ |THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The audit supervisor should, I think, The Esterbrook Pen Company of Canada, Ltd. 
make a monthly report directly to the 92 Fleet St., East; Toronto, Ontario ONLY A FEW OF THE MORE 
Eoard. This need not take over five COPYRIGHT 1953, THE ESTERBROOK PEN COMPANY POPULAR POINT STYLES SHOWN 
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a correspondent in 
six principal cities. 


THE BANK OF VIRGINIA 


RICHMOND 
PETERSBURG 
ROANOKE 





NEWPORT NEWS 


ONE: 


One account gives you 
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NORFOLK 


PORTSMOUTH 


Member Federal Deposit Insurance Corporation 








LEADING 
INDEPENDENT 
AND CHAIN 
BANKS 


“The Lowest Priced Modern Changer” 





Over one quarter of the nation’s leading 
banks now using. More than 450 in use 
in one large Western bank chain. Sim- 
plifies change handling. Sturdy alumi- 
num, gray hammertone finish. Parts and 
workmanship guaranteed. 


A TRIAL WILL CONVINCE YOU. 
See your dealer or write factory 
for 15 day free trial. 
With roll-out base — $22.50 extra, 


plus tax. (Model 1107 with silver 
dollar key —$70, plus tax) 


IDUCTS ENGINEERING, INC 
Av 


L Angeles 58, ¢ 
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NEW LEDGER GUIDES 
SAVE TIME AND TROUBLE 
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ULRICH LEDGER GUIDES keep the index 
tab you are looking for always in your 
line of vision. The index tab is curved, 
giving you visibility over 90 degrees and 
making the index readable at any level. 
Save time in finding; pick the right ledger 
card the first time; get the day's work 
done easier and with accuracy. 

Ulrich Ledger Guides are the finest 
quality for lifetime service ... genuine 
pressboard, with no sharp edges to cut 
fingers. Indexed exactly as you want 
them, Ulrich Guides organize your ledger 
for the utmost efficiency. 

Write for Samples, Catalog and Prices. 


ULRICH Planfiling 
EQUIPMENT CORPORATION 


Dept. 201, Jamestown, N. Y. 


Manufacturers Agents and Dealers: 
Write for Information on Open Sales Territory 














minutes. There is no need to burden 
the Board with unnecessary details 
unless occasion demands. The written 
record of the various audits should be 
exhibited at the Board meeting, and a 
record of the report made in the min- 
utes. 

It is hoped that a large number of 
small banks now doing business with- 
out adequate personnel policies, con- 
trols, or audits will make use of the 
new manual. 

It may be argued that too much 
time and effort is involved in installing 
the program. However, once the pro- 
gram is put into effect, it should be 
possible for it to be used without dis- 
turbing normal bank functions. The 
load of work in most banks is one of 
peaks and valleys. Audit work can be 
performed when regular duties are not 
making a pressing demand for em- 
ployees’ time. 


HE style of the manual is such it 

is easy to read and understand. 
Much effort has been spent to make 
the presentation of the subject matter 
acceptable. A “Do and Don’t” style is 
used. The check list is in question 
form and may be answered by a simple 
“ves” or na 

If the scope of the manual looks 
formidable to you, I suggest that you 
make a gradual installation of the pro- 
gram. We took six months to install 
it. It does not have to be done in one 
day. In fact, if the dual controls set 
out in the manual are carefully con- 
sidered from every angle before 
changing your own procedures, a bet- 
ter job will be done. Furthermore, 
once the program is working, some 
changes and adjustments will need to 
be made to fit it best to your bank. It 
is not intended that every bank can 
follow exactly the same detail in its 
audit plan. The fundamentals are the 
same everywhere. Their application 
can, and should, vary to meet the local 
situation. 

The recommended audit functions 
cover the main operations of a small 
bank. They deal with the following six 
major classifications: 1. Cash and due 
from banks. 2. Demand Deposits. 3. 
Time Deposits. 4. Loans and Discount 
accounts. 5. Income and Expense ac- 
counts. 6. Miscellaneous audits. In 
conclusion, the advantages of the pro- 
gram are these: 

It is simple to understand, and easy 
to apply. 

It does not require additional em- 
ployees, nor involve added expense. 

It provides for minimum audit re- 
quirements, and at the same time, en- 
courages the use of more complete 
audits. 

It combines the recommendations of 
all bank supervisory agencies, top 
audit specialists, and representatives 
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of smaller banks from every section of 
the United States. 

It is a well-rounded program in that 
it recommends sound personnel prac- 
tices, effective dual controls of vital 
operations, and internal audits under 
the direction of the Board of Direc- 
tors. 

The Country Bank Operations Com- 
mission earnestly recommends that 
the booklet be carefully studied by 
bank officers, and that it be brought 
to the early attention of bank directors 
for consideration and action. 


* ° e 


A MODEL 
BOND PROGKAM 


CONTINUED FROM PAGE 37 


given to each “assistant treasurer.” 

In the last complete school year, 
about 40,000 Toledo public school stu- 
dents invested over $120,000 in savings 
stamps. This in itself is impressive, 
but the response from “assistant treas- 
urers” in the form of handwritten let- 
ters addressed to me is inspirational. 

The cooperation given the savings 
bond program by Toledo’s Board of 
Education does not stop with the stamp 
plan. The payroll savings plan is 
made available to all the employees of 
the city’s schools, and Superintendent 
Bowsher serves as chairman of the 
Ohio School Savings Advisory Com- 
mittee. 

In another magazine article describ- 
ing the savings bond program in To- 
ledo and Northwestern Ohio, the au- 
thor said, “Good bond workers may 
die; they rarely fade away.” Since I 
became chairman of the Lucas County 
bond program back in 1941, I have 
been fortunate in enlisting the con- 
tinuing aid of many leading business 
men and women and civic-minded citi- 
zens here in Toledo. Without their 
help the service award recently be- 
stowed upon me in the White House 
would not have been forthcoming. I 
hasten to say that I serve only as their 
representative when I accept any cita- 
tion for bond-selling activities. 

There is a tradition of service to our 
government in bond-selling activities 
that goes back to World War I, when 
W. W. Knight, now chairman of the 
board of the Toledo Trust, was ap- 
pointed Liberty Loan chairman of Lu- 
cas County. I served as a volunteer 
under Mr. Knight and today lean 
heavily upon him for advice. He con- 
tinues actively as a member of the 
Advisory Committee for the Area Sav- 
‘ngs Bond Committee of Northwestern 
Yhio. 

Organization of volunteers in Lucas 
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IT’S HERE! BANK VAULT MECHANISM 
ELECTRONICALLY CONTROLLED 


It’s new, it’s dramatic, it’s highly important. For the first time 
in vault entrance construction, the mechanism is electronically con- 
trolled. The operator just pushes a button.* 


In appearance, too, this new H. H. M. vault entrance represents a 
complete departure from tradition. Note how practically all mech- 
anism is concealed by the stainless steel sheathing. Note the hori- 
zontal placement of the dials with concealed illumination. It’s the 
first vault entrance designed for modern banking, yet 
without the sacrifice of an iota of security. 






U. S. Patent No. 146459. Inquiries are invited. 


*In the event of power failure, manual control can be used. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U.S. SILVER VAULTS AT WEST POINT 
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County and this area of twenty coun- 
ties has always been carried out on a 
high caliber business level. The old 
saying “A busy man gets things done” 
certainly applies to bond-selling activi- 
ties. A coverage of the Lucas County 
committee reveals an advisory ‘group 
composed of C. R. Megowen, president, 
Owens-Illinois Glass Company; R. A. 
Stranahan, president, Champion Spark 
Plug Company; J. H. Miller, partner, 
Collin, Norton & Company; Lester 
Crowl, president, The Blade Printing 
& Paper Company; M. C. DeWitt, vice- 
president, Champion Spark Plug Com- 


pany; and C. H. L. Thompson, sales 
manager, The Toledo Edison Company. 

The “working” group of the com- 
mittee provides coverage of practically 
every channel of business and commu- 
nity life in the city, including the 
press, radio and television. During the 
post-war bond drives of 1948-1951 the 
message of “Buy Bonds” was carried 
to every home and office in Toledo. 
Success of these drives can be traced 
to the efforts of the locally prominent 
committeemen. 

In the summer of 1942, the Federal 
Reserve Bank of Cleveland appointed 



































Montreal 1. 


chartered bank 


A NEW BANK 
IN CANADA 


Affiliation of the Nationale Handlesbank N.V., 
established in 1863 in Amsterdam, The Netherlands 


THE MERCANTILE BANK 
OF CANADA 


Head Office: 255 St. James St. W., 


Chartered by the Government 
of Canada on March 31, 1953, 
to become Canada’s eleventh 


Capira.: Authorized $3,000,000; 
Issued $1,500,000; Reserves $400,000 


Opened for business December 7, 1953 


Montieal Office 
495 Victoria Square 
Montreal 1. 


Postal Adress: 
P.O. Box 728 
(Place d’Armes) 























your own area. 


important industry. 
Write us for details. 





228 Federal Square Building 


HOW TO MAKE 
TRAILER FINANCING 
A PROFITABLE PROGRAM 


Trailer coach financing is enjoying record bank 
acceptance every day. You can do the same in 


We will be happy to review with you a program 
that is working for the other banks. We'll help 
develop a dealer organization, large or small, on 
a sound, conservative basis with an insurance pro- 

| gram specially fitted to the needs of this new, 


TRAILER CLUB 


Box 630 


INSURANCE 


Grand Rapids, Michigan 
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me chairman of the Northwest Area 
of Ohio. An area committee was or- 
ganized quickly by selecting bankers 
as chairmen wherever possible, pref- 
erably those located in county seats. 
This plan of organization has proven 
very successful through the years. The 
fact that ten of these banker-county 
chairmen served with me through 
World War II and have continued up 
to the present, riot only proves the 
point, but also reflects loyalty to the 
program. Many of the county chair- 
men have developed committees using 
the same pattern as the Lucas County 
group. 


HE outline of membership in the 
4 organization also shows an advis- 
ory committee composed of prominent 
men: W. W. Knight; J. P. Levis, chair- 
man of the board, Owens-Illinois Glass 
Company; Harold Boeschenstein, pres- 
ident, Owens-Corning Fiberglas Cor- 
poration; John D. Biggers, chairman 
of the board, Libbey-Owens-Ford Glass 
Company; and R. A. Stranahan. J. H. 
Miller serves as vice chairman. 
Since the operation of the savings 
bond program requires volunteer ef- 
fort, it demands good organization, 


| plus capable men with a complete un- 


derstanding of the nation’s economic 
problems. Each volunteer should rec- 
ognize clearly the incentives behind the 
program. 

The banker, in volunteering for 
service in the bond program, should 
realize that he stands in the front line 
of our economic defense with a double- 
edged sword. This simply means that 
he directly helps to prevent further 
inflation by wise use of credit, and by 
promoting the sale of bonds he again 
helps check inflation by encouraging 
his fellow citizens to save regularly 
and thereby build the economic power 
of this nation. 

Since customers and the community 
naturally look to the banker for finan- 
cial guidance, our very survival may, 
in the last resort, depend upon his un- 
selfish and enlightened leadership. 

On my desk is a reprint of an ad 
which appeared in the Toledo Blade 
in 1949. The headline of this ad, which 
was developed and donated to the pro- 
gram by seven Toledo investment bank- 
ing houses, reads: “We Congratulate 
the Average Citizen of Toledo on this 
record of Savings and Investments.” 

The copy in the ad presents facts 
showing that $188 was the per capita 
accumulated savings for every man, 
woman, and child in Toledo on May 
1, 1941. In 1949, the accumulated 
savings, plus investments in savings 
bonds, averaged out to $859 per capita. 
It is debatable whether the per capita 
savings would have reached this point 
without continued savings bond cam- 
paigns and month-by-month national 
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bond advertising after World War II. 
I feel the important point is this: 
Continuing the sale of savings bonds 
in the post-war era helped to make 
more “haves” out of “have-nots.” The 
former represent buying units. 

Successful operation of a volunteer 
bond group depends primarily upon 
three factors. 

First, keep the program before the 
committee and maintain an awareness 
of bond-selling activities and goals. As 
an example, the Toledo Trust main- 
tains a list of about 500 addresses 
which includes members of the county 
committee, the area committee, top in- 
dustrial management, and every bank, 
radio and television station, and news- 


paper in Northwestern Ohio. ' % avenge 

This mailing facility enables us to =’. ’ AUTOMATIC CASHIER 
announce appointments of new volun- f Delivery chute type. Coins 
teers, appearance dates of volunteers & delivered direct to customer. 


on public-service radio or television 
programs, progress of the area and 
various counties in quota attainment 
during bond drives, or awards of cita- 
tions to committeemen. The savings 
bond representative in Northwestern 
Ohio visits personally all county and : Model 150 
area committeemen, bankers, radio and AUTOMATIC pred 
TV stations and newspapers at least 
twice a year. 
The second factor in operating a bsolute accuracy... 
successful volunteer bond group is: 
Keep the savings bond program before great speed... 
the public, and maintain an awareness 
of the program. This is done through 
newspaper advertising, sponsored and dalelcelai-lar4-Meol lM -leclalels 
donated. Appointing representatives 
from the newspaper, radio and tele- 
vision fields to serve on bond commit- 
tees is a prime objective. 


Trap door type. Coins deliv. 
ered to customer by operator. 


foliage] o}(-Maelalsiatiaiic]s mean 


tolTaMmalolatelital: Musle(dallal-te 


New model Brandts, shown, 


have a variety of new, out- ry i J Motor Driven 

N addition to stories on monthly jielinss tational’ Cail BRANDT COIN 

sales, business editors on news- ie , ate COUNTER AND PACKAGER 

papers will use short announcements the finestBrandts ever made. oe oo por nage 

on volunteer activities, new appoint- hand operated machine can also 
ments, and pictures of any good news be supplied. 


item with basic human interest. There 
is good opportunity for information on 
bond activities in the public-service 
time provided by radio and television. 
The value of localizing it is great. 
For example, Station WTOD in To- 
ledo sponsored a “Bonds Away” pro- 
gram for a solid year and gave a $25 Model SL 


; . : BRANDT COIN 
Series E Bond every w eek to the per son SORTER AND COUNTER 
writing the best letter in answer to the States Gein: Get end comin 
question: “Why do you buy savings mixed coins, pennies to half 
bonds?” Announcement of the weekly dollars, inclusive. 


winner was made in an interview pre- 


senting a member of the Lucas County i 
Committee or an executive in Toledo } 


industry. 


Station WSPD-TV and its radio COMPANY 

SHIER 
counterpart each donate 15 minutes AUTOMATIC a SCONSIN 
weekly to the bond program. At pres- | pe WATERTOWN + W! 


ent, station WTOL is producing short, 
transcribed “commercials” on bonds, 
based on the Medal of Honor Adver- 
tisement Series, and incorporating ef Ee Te 

messages from members of the com- **Brandt’’ and ‘'Cashier'’ registered United States Patent Office and Canadian Trade Marks Office 
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mittee in our area. 

The third important factor is: Build 
prestige of service in the savings bond 
program. This is carried out simul- 
taneously through the other two fac- 
tors covered above. However, it should 
be realized that in order to build pres- 
tige of savings bond volunteers, radio 
and television programs and newspaper 
articles must be localized. Scripts for 
the television series are produced here 
in Toledo and present our committee- 
men and leading business men who 
discuss local activities of our bond 
program. 


Our plan of operation as outlined 
has worked very successfully. In the 
last peacetime bond drive in 1951, the 
20-county Northwest Area exceeded its 
quota by 178 per cent and topped the 
other state areas. Nine of the top 20 
counties in per cent of quota attained 
were in this area. A prime reason for 
the success of this drive possibly could 
be traced to the fact that every public 
and parochial school student, in larger 
cities of the area, took a small pro- 
motional leaflet home. Approximate- 
ly 30 thousand of these leaflets were 
wrapped with purchases made in To- 








SURE-HOLD 4 


THE 
BEST 
AND 
SAFEST 
COIN BAG SEAL 








concerns 


E-Z SEAL PRESS 
FOR MONEY BAGS 


Pat. Pending 
(The Only Perfect Sealer) 


Eliminates Fatigue—Perfect and legible 
embossings on each and every seal. 





We have been supply- 
ing coin bag seals for 
over 40 years to Federal 
Reserve Banks, armored 
car concerns, U.S. Mints, 
and numerous banking 
all over the | 
world. SURE-HOLD is the / 
best of them all. Try 4 
them and get the best 
in protection. 


SURE-HOLD SEAL 
APPLIED 


Send for samples and prices 


AMERICAN CASTING & MFG. CORP.—30 Main St.—Brooklyn 1, N.Y. 





THE EASY way 
Kom >) +3120) f 
OLD PAPERS 


The new "Silver Executive’ Paper Shredder destroys confi- 


dential papers, obsolete records completely . . 


- quickly! 


Machine is typewriter-size, neat, compact and portable— 
safe and easy to operate. Shreds paper into 1/4” strips... 
makes wonderful packing material. 


Write today for complete details and 10-DAY FREE TRIAL. 


INDUSTRIAL SHREDDER & CUTTER CO. 


204 MILL STREET 
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ledo’s five major department stores for 
a solid week. More recently, the North- 
west Area of Ohio showed a 49 per 
cent increase in sales for the first half 
of 1953, compared to the same period 
in 1952. 

Bankers who are on the area com- 
mittee and serving as county chairmen 
include: A. D. MacDonell, president, 
The Metropolitan Bank, Lima; A. C. 
Whetstone, cashier, First National 
Bank, Wapakoneta; L. E. Smart, vice- 
president, State Bank of Defiance; 
Clair E. Jones, executive vice-presi- 
dent, The Peoples State Bank Com- 
pany, Archbold; H. E. Widenhofer, 
president, First National Bank of 
Findlay; A. C. Johnston, president, 
Kenton Savings Bank, Kenton; L. R. 
Bowers, president, The Community 
Bank, Napoleon; C. M. Welsh, cashier, 
The Logan County Bank, Bellefon- 
taine; H. A. Herman, vice-president, 
First National Bank, Celina; Glenn 
Sarber, vice-president, The Continen- 
tal Bank, Continental; D. L. Brum- 
bach, president, Van Wert National 
Bank, Van Wert; A. L. Gebhard, presi- 
dent, The Citizens National Bank, 
Bryan; and T. M. Reber, assistant 
cashier, The First Citizens National 
Bank, Upper Sandusky. 

That is our savings bond program in 
Toledo and Northwestern Ohio. It has 
been operated successfully since the 
early days of World War II by com- 
mitteemen with a sincerity of purpose 
and a strong will to do the worthwhile 
job of impressing the people of this 
area with the value of buying “Shares 
in America.” 

These committeemen represent just 
a small fraction of the total number of 
volunteers in the national program, but 
if their efforts during this new year 
are duplicated by committeemen 
throughout the country, the Treasury 
Department’s objective “A _ Billion 
More In ’54”’ will have been a conserv- 
ative goal. 





THINKING ABOUT 
TELEVISION? 


CONTINUED FROM PAGE 40 


Columbus, Republic National in Dal- 


las, Omaha National in Omaha, and 
many more. Liberace offers recordings 
sometimes to people who open bank 
accounts; several banks have reported 
results that can only be described as 
fantastic. In Denver, 6,000 people 
showed up for Liberace’s personal ap- 
pearance at the bank! 

No matter what sort of talent you 
use, you’ll have to produce commer- 
cials. That’s what you’re paying your 
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money for, those three minutes out of tize our set and furnishings; $25 for Southern here in Atlanta uses spots 


the 30 to talk about your bank. May I properties, slides, incidentals. which are filmed, and feature their 
point out here the desirability of hav- There are dozens of ways to handle own officers talking about their own 
ing a competent agency handle your’ spot announcements, in case you like’ services in many cases. 
} show? Several bankers have reported them better than—or in conjunction There is a gadget known as the 
: 


to me that they were slowly going with—a regular show. Our affiliated 7D Spot which is as cheap as anything 

crazy trying to write and rehearse a banks, The Fourth National in Co-_ on television. Each slide includes the 

new commercial every week. An lumbus and the First National in _ station’s call letters, which they are 

agency will receive a commission from Macon—rely on heavy repetition of required to display. Your bank name 

both the producer of the film and the spots on two local stations in each city. can still be prominent, and you get 

television station, at no cost to you. They have a few slides, which are’ ten seconds to read twenty words or 

So let the agency produce your com- _ fiashed on the screen while the an-_ so. It’s a good buy, especially if you 
mercials, too. nouncer reads the message. These’ use a lot of them. 

First, there is the subject matter. messages, like radio, can be changed Above all things, you must promote 

When we sponsored “The March of frequently to match your most press- your TV program. First National in 


Time” last summer, we discussed a_ ing advertising problem. Citizens and Atlanta used their bank windows for 
different bank service each week: 


trust, foreign, commercial banking, 
branches, affiliated banks, etc. As the 
announcer spoke, we brought in ap- 
propriate props; we had slides flash 
on the screen; we used “flip cards”— 
interesting photos or placards which 
are hung in front of a camera and 
flipped into view. 

Our set—which represents a simple, 
dignified office—was built to our own 
specifications; we were not. satisfied 
with anything the studio offered us 
free. It cost several hundred dollars, 
but we use it on every show. In order 
to get the announcer of our choice, 
We pay an extra $25 a show. 

















N our “Science in Action” pro- 

gram, we feature cash awards to 
school children who write short essays 
about the show. Most of our commer- 
cial time is spent in describing the 
rules and introducing the winning 
children, which always has a good local 
appeal. American Trust, which orig- = 
inated this show, does not have a con- 


test, but they introduce young scien- Another Mesabi im the making! 


tists and present them with a gift 


after an interesting interview, First On Canada’s Labrador-Quebec border, there is 
National in Atlanta gets something of an iron belt larger in extent, and possibly in ore, 
the same local flavor by using one of than the Mesabi Range. With mining operations 
their own employees to announce the now underway, a 360-mile railroad is being 
show; he introduces such people as built from Seven Islands on the St. Lawrence 





their Trust Officer, the Chairman of in order to transport the ore to this 

the Community Chest, and so on. TV continent's great steel mills. 

is an intimate medium; you must ' 

strive for that homey mig LET IMPERIAL BANK With a branch at Seven Islands and another at 

Finally, you can produce your com- KEEP YOU UP-TO-DATE Knob Lake, the railroad s future northern 

mereials ahead of time oa film. This ON CANADA! terminus, Imperial Bank has been serving this 

eliminates the possibilities of any We invite interested U.S, ‘evelopment since early in 1952. It illustrates — 

errors on the air, but it limits you banks to investigate our serv- Imperial Bank’s policy to pioneer banking services 
ia somewhat since it becomes expensive ices as a correspondent bank. 1" New areas and to always be in a position to 
‘i to film a new commercial every week Write: Imperial Bank of Can- _ provide the most up-to-date information on 
* ‘ ada, Head Office, Toronto. current conditions, trends and opportunities. 


To sum up the problem of costs by 


giving our own experience: 

TIME: $378 for a half-hour of Class 
“A” time. (Time at less desirable IMPE RIAL, 
times of the day than our own 7 p.m. 


becomes cheaper.) 


TALENT: $250 for the film in our “the bank that SewiCe built” 


area. It will be more or less in your 
area, depending on the number of TV IMPERI AL B ANK OF CAN AD A _— 
sets. is 
COMMERCIALS: $25 for an an- : 
nouncer; $50 for prizes; $25 to amor- 
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very attractive displays about the pro- 
gram. Republic National in Dallas has 
been using its billboards among other 
media. The Trust Company uses lobby 
posters, heavy mailings, and some 
newspaper advertising. We advertise 
our TV show in Atlanta’s papers, one 
of the suburban papers, and the TV 
Digest. Maybe we should do even 
more. Several years ago, National 
Shawmut in Boston did an interesting 
job of combining two things in one 
ad—an announcement of their show 
and an invitation to finance television 
sets. 

We tried to leave nobody out in pro- 
moting our show in the beginning. 
We had a special preview for our staff. 
We used statement stuffers, plus invi- 
tations to direct-mail lists. We wrote 
to our directors. We kept the news- 
papers posted on our show, and when 
there was any local angle, we gave 
them a story. On the “Science in Ac- 
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tion” program, we have a program for 
13 shows in advance, and we distribute 
this widely. Since we were successful 
in obtaining the help of science teach- 
ers, they have asked us for thousands 
of copies to distribute to their classes 
in three counties. We also mailed the 
printed program to teachers on the 
college level at the many colleges near 
us. 


F you offer free Liberace records, 

you get an audience reaction. A con- 
test like ours gives us a good check. 
(We are especially pleased that we 
have had written entries from North 
Carolina, Alabama and Tennessee in 
addition to our own State of Georgia.) 
There will always be some mail if your 
show is any good at all. And you can 
judge somewhat by oral comments. 

But there are also professional rat- 
ing services, which will tell you how 
your show is doing. These services 
usually rate your program in the form 
of a number which expresses the per- 
centage of sets in your area tuned to 
your show. Thus, a 30 rating in the 
Atlanta area means that 30 per cent 
of our possible 300,000 sets were tuned 
to the show. The average number of 





people listening to each set is supposed 
to be between three and four. Your 
agency or your station will have access 
to these ratings after you have been 
on the air awhile. 

In a Financial Public Relation As- 
sociation survey made last year, 21 per 
cent of the banks reporting were using 
TV, as against 68 per cent using radio. 
Twenty-two banks who replied said 
that they were spending 7.1 per cent 
of their advertising budget for TV, 
or an average of $31.92 on TV for each 
million of deposits. They were spend- 
ing almost $280,000 on TV last year. 

In our own case, the annual cost of 
television is coming to about three- 
fourths of what we used to spend for 
advertising in all its forms. It’s ex- 
pensive, but we think it’s worth it. 
We think that the figures in the para- 
graph just above this will be climbing 
sharply, all over the nation. 

Television is throwing its weight 
around, and the impact can be heard 
wherever you turn. Better start think- 
ing about it now. It’s not an easy me- 
dium to master, and some study now 
may save some headaches later. 

Those of us who have tried it so far 
like it pretty well. 


MR. CLUTCHBILL 


CONTINUED FROM PAGE 41 
the valley just below my old place a 
half mile up the brook. Ezra was sort 
of a chum, and I’d go down every few 
evenings to visit. About a week ago 
he told me his dizzy fits were getting 
worse, and he was scared to leave the 
He was living alone, 


you know. Vanlora, his daughter, is 

working in a library down country.” 

Mr. Clutchbill nodded. “I know about 

| that gold. But $16,000! 
| there was so much.” 

| “IT guess everybody knew it was 

| there, but nobody dreamed it was so 


I didn’t dream 














much. Ezra told me he wouldn’t put 
it in a bank because years ago he and 
Vanlora had lost some in a bank. He 
kept it in a little iron safe he got at 
an auction years ago.” 

“TI remember,” nodded Mr. Clutch- 
bill, “he kept coming in here at the 
bank and getting a gold piece back 
through the years when we had them.” 

“Every time Ezra’s trapping and 
Vanlora’s wild berry picking got up to 
five dollars they’d get a gold piece, and 
it went on for thirty years.” 

Mr. Clutchbill leaned forward. 
“Think someone put the $16,000 in 
your house to frame you?” 

“No, I put it there myself.” 

“Ben!” The old director snapped 
back in his chair. 

“It was about a week ago I began 
doing it. The gold coins were in tin 
baking powder cans with red and white 
labels. I put ’em on the top shelf in 
my pantry so’s it wouldn’t arouse sus- 
picion, and that’s where the police 
found them.” 

“You must have been crazy!” 

“It took three trips,” went on Ben 
in a hollow voice as though in a dream. 
“It would have come out all right if 
Ezra hadn’t died so quick and strange 
and at the worst moment he could.” 

“T know the funeral was yesterday,” 
muttered Mr. Clutchbill. “Do the) 
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think there was foul play?” 

“No, he died natural enough. Eben 
Sheppard found him when he stopped 
to leave the milk. He saw no bottle 
out, then hollered, and hearing noth- 
ing, tried the kitchen door. And there 
lay Ezra slumped in his chair in front 
of the kitchen table. There was a pen- 
cil in his hand and a tablet on the 
table . . . but nothing written on it. 
I wish there had been.” 

Mr. Clutchbill took hold of his 
grey goatee and studied Ben closely. 
“Why ?” he asked quickly. 

“Because Ezra on the night I took 
the first cans of gold home said he was 
going to write a note to Vanlora saying 
his dizzy fits were worse, and that he’d 
got scared of keeping the gold in the 
house, and he was having me hide it 
for him in my place, and that I was.to 
give it to her if he died sudden. He 
said he wasn’t going to send the note 
by mail because it would make her 
nervous, but he’d put the note under 
her plate on the kitchen table .. . he 
always kept her plate set because it 
was company for him, he had to eat 
alone so much.” 

“How’d anybody come to look in 
your house?” 

“They broke in while I was at Ezra’s 
funeral here in the village yesterday. 
While the funeral was going on some- 
one with a truck broke into Ezra’s 


house and lugged off the little iron | 


safe. Vanlora had come, but she was 
at the funeral and the house was 
empty.” 


R. CLUTCHBILL’S fingers 
twisted tightly in his 
“Ben, I’ve never in all my days heard 
a chain of events like this .. . go on.” 
“They found the little iron safe 
busted open near my house. They 
trailed the truck there by the wheel 
tracks. Vanlora found the safe gone 
when she got back from the cemetery. 
And she roused the state police. I’d 
spent the rest of the day here in the 
village, and they were waiting for me 
when I got home. 


a crack. I remember, because Ezra’s 
tame chipmunk came in from the kitch- 
en step where it lived. Ezra got it some 
pumpkin seeds out of the pantry and 
showed me how it would eat ’em out 
of his hand. He put some on the table 
so the chipmunk would come up close 
and let me watch him gather ’em.” 

Mr. Clutchbill began slowly winding 
up his grey goatee with a horny fore- 
finger and thumb. “I suppose Vanlora 
has got the gold by now?” 

“The state police handed it over to 
her. There was a dozen neighbors 
down there at the Three Corners that 
identified the busted safe, and swore 


they knew Ezra had been putting gold 
coin in it for years... every one knew 
that.” 

“Hm-m!” Mr. Clutchbill studied the 
ceiling, then went all over Ben’s fea- 
tures with slowly widening eyes. 

“Ben!” Suddenly the old director 
was sitting immovable in his chair, his 
eyes frozen on Ben’s face. “It’s the big- 
gest gamble I ever made... but I’m 
going to put up bail for yuh!” 

There was a deep silence in the old 
director’s room. For the moment Ben 
couldn’t speak. He reached up once to 
his eyes, and his gnarled old knuckles 
were wet when he took them away. 








goatee. | 


They’d broke in my | 


place and found the gold. They would- | 
n’t believe Ezra asked me to hide it. 


Ezra didn’t live to write the note, you 
see.” 

“Tt’s the tightest web of circumstan- 
tial evidence I ever heard of.’ Mr. 


Clutchbill let go of his goatee and be- | 


gan working on his nose. 

Ben slowly wiped his brow and 
looked at his wet hand. 

The old director studied Ben a mo- 
ment through eyes narrowed to a slit. 
‘That first night when you and he 
talked it over—what happened?” 

“Ezra had pulled down the curtains 
sO no one could see when he dumped a 
can of the gold coins on the kitchen 
table for me to look at. It was a hot 
night, and the kitchen door stood open 
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“I’m going to do some looking 
around down there,” stated Mr. Clutch- 
bill grimly. ‘“There’s some hidden 
thing that baffles me. I can’t see a 
single gleam of real light yet, but may- 
be I will if I look at a particular thing 
that has come into my mind. [I'll fix 
the bail. You go home and stay there; 
I may want you in a hurry.” 

An hour later the old director rapped 
on the closed kitchen door of Ezra’s 
weatherbeaten house in a glen just off 
the main motor road below the village. 
Ezra’s daughter, Vanlora, a spare, an- 
gular woman, opened the door a crack 
and upon recognizing Mr. Clutchbill, 
stepped out on the veranda. 

“I dread to disturb you in your 
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sorrow,” apologized the old director 
gravely, “but I want to help Ben. May 
I look around?” 

Vanlora nodded. “I fear there is 
nothing that can be done for him,” she 
stated coolly. 

“There appears to be something hid- 
den, mar’m.” 

“You wished to come in?” 

“T’d like to look at the writing tab- 
let that was found in front of Ezra 
when he died.” 

“It’s still on the kitchen table.” 

Mr. Clutchbill made his way slowly 
in. “You found no letter under a plate 
on the table?” 

“Nothing.” 

“Hm-m.” Mr. Clutchbill picked up 
the writing tablet, examined its blank 
top page a moment, then carried it to 
a window. Slipping out a magnifying 
glass, he went all over the top page. 

“It shows the imprint of an absent 
top sheet, but too faint to trace a sin- 
gle word. I had hoped it might reveal 
the letter Ezra said he would write ex- 
plaining the removal of the gold to 
Ben’s house.” 

Mr. Clutchbill remained silent and 
slightly bent, his eyes traveling over 
every inch of the old red-checkered 
tablecloth. 

“Do you think,” he asked, “things 
were moved much on the table before 
you got here?” 

“Everything had the appearance of 
not being disturbed. And there was 
certainly no letter found. Everyone 
has been interviewed who came in and 
attended to my father.” 


R. Clutchbill picked up Vanlora’s 
plate where the letter should 
have been. With his glass he examined 
it for thumb marks. There were none. 
In setting it back he picked up an ex- 
hibit which could hardly be called a 
crumb at the edge of the area where 
the plate had sat. He kept it hidden 
between his forefinger and thumb. 

“You’ve been kind in letting me 
look,” nodded Mr. Clutchbill wander- 
ing to the door. 

The old director made his way down 
the steps and once he was out of sight 
he got out his glass and examined the 
exhibit pinched in his fingers. Sudden- 
ly he looked up and stared at the wind- 
ing hill road. In another moment he 
began mounting the grade. 

A half mile upward an old weather- 
beaten farm cottage came in sight. 

“You here, Ben?” he called out as 
he climbed up to the doorway. 

In a shadowy woodshed a gaunt 
form rose from a chopping block where 
Ben had been sitting alone in the 
agonizing silence. 

“Here, Aaron,” he called, his old blue 
eyes steady on Mr. Clutchbill. 

“T want you to come down to Ezra’s 
house,” stated Mr. Clutchbill quickly. 


The trip was made in silence, for the 
old director realized he was working 
on a slim clue. 


T a knock on the kitchen door Van- 
lora again appeared- 

“We are in need of a spade,” greeted 
Mr. Clutchbill briefly. 

Vanlora gave him a queer look. 
“There is one in the woodshed, I sup- 
pose.” 

It was instantly obtained, and Mr. 
Clutchbill knelt beside the flagstone 
step at the kitchen veranda. 

“Dig here, Ben,” he suggested. “Be 
careful after you get in a short way.” 

A new light had come into Ben’s 
eyes. He dug feverishly for a time, 
then with more care as the opening 
grew. At times he stopped to let Mr. 
Clutchbill feel in the opening. Ten 
minutes later the spade broken into an 
opening. Instantly the old director 
knelt. He felt carefully and began 
gently pulling out strips and curles of 
paper. Every fragment he dropped in 
the inverted crown of his old black 
felt hat. 

When he had satisfied himself he 
had every last shred he stood up and 


‘regarded Vanlora who had come out 


on the veranda to watch silently. 

“Let us all go in to the kitchen ta- 
ble,” said Mr. Clutchbill. 

When they were seated the old di- 
rector dumped his hat on the table. 

“You do library work, Vanlora. 
Could you join these fragments to- 
gether?” 

Ben sat transfixed as Vanlora began 
smoothing, assorting and fitting the 
pieces together. 

It was a long time before it was ac- 
complished, and then a letter in Ezra’s 
handwriting stared up at them: 

“Vanlora: I’ve got scared. My dizzy 
fits come often. I may drop out. I 
asked Ben Miller to take the gold up 
to his house and hide it for us. He will 
give it to you. Good-bye, Vanlora, if 
I go. Ezra.” 

“Vanlora,” said Mr. Clutchbill, “I 
thought when I found a fragment of 
writing tablet paper beside your plate 
that it could be Ezra’s tame chipmunk 
that gathered in that letter for his 
nest. The letter must have laid loose 
on the table, or in Ezra’s lap, or even 
an edge sticking from under the plate.” 

Vanlora had suddenly arisen. She 
was standing over Ben, one hand on 
his arm. “Ben, I know you’ll never 
forgive me. I want you to have a gen- 
erous part of those gold coins.” 

“T couldn’t take any, Vanlora. I. 

I just want to be friends like we’ve 
always been since you were little.” 

“And Vanlora,” said Mr. Clutchbill 
sternly, “‘there’s one of the best vaults 
in the county in the Ferndale National. 
You can see what can happen when you 
don’t use it.” 


Burroughs Clearing House 











